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REFLECTIONS 


The more than sixty styles in the new Spring line of Uptown Shoes provide our 





customers with a style selection to meet the demands of men of all ages ... and 
these dealers are conscious of the fact that they are fitting on the feet of their 
customers shoes that cannot be outclassed in fit or style at any price. @ There 
is another feature in Uptowns that means much to a man. That is quality and 
value. You can take a good markup on these shoes and be proud of the value 
you have given, for in these two features Uptowns are in a class by themselves. 


@ See the new Spring line of Uptown Shoes For The Man About Town. 


U prown 


S j O e S FOR THE MAN ABOUT TOWN 











ROBERTS , JOHNSON & RAND 


Branch of International Shoe Co 


ST. LOUIS, Mo. 








When writing advertisers please mention Boot and Shoe Recorder 











ia es sate ea toh aPecordeesscre 








ada wine 

















eh Mim can Ble 


Si OR 





Boor AND SHOE RECORDER 


Vol. CIV, No. 11 


combining THE SHOE RETAILER, Nov. 18, 1933 








13 


November 18, 1933 


The VOICE of the TRADE 


M. p. Gaddis, 


president of the Boston Boot and 
Shoe Club, says: 

“SUCCESS is not an accidertt ; 
it goes to the man who does his 
job a little better than the other 
fellow. That is the kind of a job 
we want you to do in the Boston 
Boot and Shoe Club this year, a 





little better plus—Better Meetings 
—Better Attendance—Better In- 
formation. 

“Knowledge is power. You get 
knowledge of your own business 
by attending the Club this year. 
‘Oh the fates may smile and the 
fates may frown—But—you just 
can’t keep a Thoroughbred down!’ 

“The Boston Boot and Shoe 
Club is a Thoroughbred, because 
it has’ Thoroughbred Members, 
and this year we have the oppor- 
tunity of proving ourselves Thor- 
oughbreds by making our Club 
bigger and better. 

“Set aside one night a month for 
the Club Meeting with your fel- 
low shoe and leather men. Make 
the bond of friendship more se- 


‘cure. Let’s make the season 1933 


and 1934 an outstanding season 
for the Club! Let’s add stones to 
its foundation that others in later 
years may build a larger and 


‘sounder structure.” 


T. Frank Jaques thusiastic support of these retailers 


of the Field Shoe Co., Des Moines, 
says: 

“Close mark-ups and frequent 
checking of stock to keep stocks in 
good condition without being top- 
heavy will be resorted to under the 
retailers’ code locally. Des Moines 
retail shoe dealers are considering 
unified changes in store operation 
to adapt themselves to the new 
code. Shoe stocks have not been 
moving as rapidly as dealers had 
hoped during the past month and 
most of them are finding their 
stocks too heavy for the demand, 
buying power not being sufficient 
yet to improve business greatly in 


this section.” 
x ok Ox 


W atiam Girdner, 
secretary of the National Council 
of Shoe Retailers, issues a news 
letter to the members of that as- 
sociation, containing this comment : 


YO! RETAILE ARE THE 





“It is clear that the next two 
or three months will be most criti- 
cal, not only in business but also 
in the outcome under all NRA 
codes. A million and a half re- 
tailers spread all over the country. 
normally employing five million 
workers, constitute the front line 
in the Administration’s attack on 
the problems of securing increased 
consumption and business recov- 
ery. To secure this resu_t, the en- 





is an absolute necessity.’ 


* 


* 
,, a 


in the largest order ever given by 
the U.S. Army, to the number of 
1578 pairs, are being manufac- 
tured at Norway, Me., and Wal- 





lingford, Vt. They will be used 
in Conservation Corps camps 
where the Government will keep 
men at forestry work during the 
Winter. At Fort Evans, Mass., 
for Winter service, each man is 
outfitted with heavy wool apparel, 
six pairs of woolen socks, regula- 
tion lumberjack, boots and fa- 


tigue shoes. 
+ © 2 


Tie war against want 
this Winter must be fought with 
shoes as well as food. Robert F. 
Wagner, Chairman of the Na- 
tional Labor Board, says: 

“Despite the tremendous ex- 
pansion in public expenditures for 
relief, they remain woefully in- 
adequate to meet demands that 
must be satisfied. At present pub- 
lic agencies are spending from 
$60,000,000 to $65,000,000 per 
month for relief. When this sum 
is divided among three and one- 
half million families who are de- 
pending upon it for the neces- 
saries of life, the average per 








14 


family is about $18 per month. 
Let me repeat this —$18 per 
month, four and one-half dollars 
per week for a family<of five! 
Contrast this with the recent find- 
ing of the Family Welfare Asso- 
ciation of America that $76 per 
month, or $19 per week, over 
four times the amount provided up 
to the present, is the absolute 
minimum required to sustain a 
family on the lowest level of 
health and decency. Even mak- 
ing every allowance for the help 
which those on the relief rolls may 
receive from undisclosed sources, 
it is perfectly obvious that there 
is need for at least twice as much 
organized relief as is available at 
present. 

“Let no one be misled into an 
attitude of indifference because 
of unmistakable signs of economic 
recovery. The need for direct re- 
lief today is greater than ever be- 
fore. Ten million unemployed 
people who have exhausted their 
savings are a greater national ca- 
lamity than 14 million at an earlier 
time who had some resources to 
fall back upon. The 15 million 
people on the relief rolls tonight 
are at the end of the rope. Among 
them, let me add, there are only 
470,000 single adults; there are 
over 6,000,000 children.” 





The shoemen 
of Winston-Salem, N. C., are pub- 
lishing and signing the shoe dis- 
play ad (See Boot anp SHOE 
Recorper of Oct. 21, page 17— 
entitled “Look at your feet). 

The same ad was used by mer- 
chants of New Orleans, La. For 
the first time in the history of the 
city, four competing department 
stores, Feibleman’s, D. H. Holmes 
Company, Ltd., Chas. A. Kauf- 
man, Ltd., and Maison Blanche, 
syndicated in a full-page adver- 
tisement in the IJtem-Tribune on 
shoes, setting forth the necessity 
for proper fitting and the care 
thereof. 


¢ 
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COMPETITION 


—I read an editorial recently to the effect 
that N.R.A. was imposing such rules and 
regulations upon selling that competition 
and ind:vidual initiative would be com- 
pletely done away with. 

—This seems to me to be a perfectly silly 
and unwarranted assumption, because the 
Administration has.no such unsound, un- 
economic purpose in view. 

—lJust so long as two men have the same 
or similar things to barter or sell, there 
will be competition. 

—One may be a better buyer or seller than 
the other, and be able to show a better 
result from his enterprise, but the oppor- 
tunity is the same for both. 

—Enterprise, courage, initiative, creative 
ability never have been and never will be 
evenly distributed among all men. 

—The purpose of our Government as | view 
it, is mot to curb competition, but to 
eliminate as far as possible unfair, un- 
ethical, dishonest competition. 

—And that cleansing process was sadly 
needed in most trades. 

—Of course there'll be competition, today, 
tomorrow and the next day, but let us 
all see to it that it is the kind of com- 
petition that builds and brings prosperity 
and not the kind of competition that 
causes tragedy and kills, 


» OWE Se 


President. 





The Incorporated 
Association of Retail Distributors 
of England, has appointed a pre- 
paratory committee with Mr. 
Lawrence Neal (Messrs. Daniel 
Neal & Son Shoe Co. Ltd.) as 
chairman—to explain the gap be- 
tween manufacturers’ prices and 
the prices charged by retailers. 
The committee will consult repre- 
sentative retail distributors in vari- 
ous parts of England and will sub- 
sequently publish its conclusions. 
In the course of an interview, R. 
Spicer, secretary of the associa- 
tion, said: 

“The argument is sometimes 
advanced that the distributor does 
nothing to add to the value of the 
article. We desire to show that 
it is no small task to ensure that 
supplies are available in the right 
place at the right time. That is 
only one point. There are many 
other things about our work that 


ought to be more widely known. 
We feel that distributors perform 
an essential job that should be 
more widely appreciated.” 


* * * 


The Denver Dry 
Goods Company, Denver, Colo., 
recently addressed a nearly-full 
page advertisement to the woman 


whose life was just beginning at . 


forty. 

Walter B. Pitkin’s book, “Life 
Begins at Forty” prompted look- 
ing at the forty-year old in a dif- 
ferent light. Often her husband’s 
business is near its peak in earn- 
ing power, her children are near- 
ing the age when they can take 
care of themselves, and, for the 
first time in many years, she has 
the time and the opportunity to 
“step out” and do things with the 
pent-up energy smothered for 
years through devotion to her 
family. Shoes were selected that 
were designed to give a young 
and buoyant step, for, the message 
read, “Lots of slowing up at forty 
comes from aching feet! The 
wrong shoes will etch lines into 
your face that the most expensive 
facials cannot erase.” 





. on Ride 


—Can’t Walk! Your Honor,” 
said Simon Gerstein to Judge 
Charles L. Carr in the Municipal 
Court at Boston—“I can get a 
license to drive a car any time I 
am given a fair trial. But just 
now I’ve got such holes in the 
soles of my shoes that the acceler- 
ator sticks in them and I get 
turned down. Your Honor can 
see the holes if you look at my 
shoes.” 

The judge continued the case, a 
charge, of driving without a li- 
cense, for one week, advising Ger- 
stein meanwhile to get his license 
and his shoes tapped. 





nose lh 
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The Iron Age 
says: 

“What would happen to us if 
and when the A. F. of L. should 
reach its professed goal of 20,- 
000,000 membership? 

“General Johnson answered 
this question during his address 
to organized labor last week, by 
stating that a labor majority such 
as this would naturally have to 
submit to government control. 
‘Fully organized and unchecked 
labor,’ said he, ‘could exploit and 
dominate a whole nation.’ 

“We are inclined to ask General 
Johnson who he thinks would 
compose the government which is 
supposed to do this regulating, 
when and if the A. F. of L. should 
control 20,000,000 votes out of a 
total number cast of less than 
40,000,000 ? 

“If the representatives of a 
mere two or three million organ- 
ized workers have demonstrated 
their ability to so dominate poli- 
tics and policies, as to twist the 
emergency Recovery Act, pro- 
fessedly a temporary measure, 
into a serious threat of permanent 
abrogation of well-defined consti- 


tutional right, what could they not 


accomplish with tenfold power ?” 
* * 


Louis I. Freedman, 


president of the Freeman Com- 
pany of Philadelphia, says: 

“Shoes require just as careful 
prescribing as medicines or eye- 
glasses. In fact, the up-to-date 
shoe man is the druggist or opti- 
cian to those who are trained in 
the care of the foot. Few people 
go to the druggist for pneumonia, 
they get a doctor; fewer people 
each year go to stores for eye- 
glasses, they go to a doctor and 
have a prescription. Only in that 
way are they assured of the best 
service. 

“Each year more people are be- 
coming foot conscious. They 
realize that the old formula of 
walking into a shop and asking 
for a pair of shoes or selecting 
something from a window does 
not meet the requirements of their 
feet; therefore, they are seeking 
the advice of those trained in the 
recognition of various types of 
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feet and the requirements of these 
types so far as foot gear is con- 
cerned. 

“The modern shoe dealer is, as 
a rule, pleased with this trend of 
thought and cooperates whole- 
heartedly with the ones who pre- 
scribe the shoes. It relieves him 
of the responsibility of deciding 
the shoe for the individual and of 
the blame that may follow from 
the occasionally dissatisfied cus- 
tomer.” 





ad S 

tabs shoe salesman 
for failure to fit him. Exasperated 
because he failed to fit him, after 
trying five pairs of shoes, James 
Walker, address unknown, stabbed 
Israel Samovitz, clerk in a Wash- 
ington Street store, in the back, 
according to a charge on which he 
was tried on Nov. 6.” 

A newspaper clipping giving 
the above information was at- 
tached to a card stating: 

“The retailers’ code should cer- 
tainly prohibit this sort of thing.” 


* * * 


The Saxon-Cullum 


Shoe Co. of Augusta and Athens, 
Ga., and Columbia, S. C., has an- 
nounced the adoption of an em- 
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ployees’ group life insurance pro- 
gram im which its entire personnel 
is participating. The Metropolitan 
Life Insurance Company is ad- 
ministering the plan on a cooper- 
ative basis, with employer,and em- 


ployees sharing the cost. Indi- 
vidual amounts of life insurance 
vary according to grade, and range 
from $1,000 to $2,500. 

In conjunction with the group 
plan, insured workers will be en- 
titled to the benefits of a visiting 
nurse service when sick or injured 
and under a doctor’s care. In- 
cluded in this service is the peri- 
odical distribution of health lit- 


erature. 
*x* * & 


Eaves A. Filene 


of Boston recently questioned the 
philosophy of Sir William Bever- 
idge that “too high wages could be 
paid.” Filene said “it was his be- 
lief that too high wages could not 
be paid,” and offered $1,000 to 
Beveridge if he could tell him that 
other means would bring pros- 
perity to this country. 

Beveridge replied: “Reduce the 
rate of interest in this country so 
that idle capital will work and will 
employ people, as was done in 
England; then there will be real 
benefits, not artificial ones.” 

Filene said that he would give 
the $1,000 to the London School 
of Economics, of which Beveridge 
is director. 
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Fond Mama: “Oh Mr. Jones! Isn’t that just too cute for words?” 








Ring in the G 


With a Merry Season in Store, 
Formal Footwear is on the Rebound 
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Che of the best things in life 
is to have your pet theories come true. We had a 
notion—weeks and weeks ago—that the prospect of 
repeal meant the revival of evening festivity. People, 
we said, would go places again, to see things and be 
seen. Now—all up and down Fifth Avenue—that 
pleasant fancy has become a fact. 

“T should say,” said Harold Williams of Bergdorf 
Goodman on Fifty-eighth Street, “that we are doing 
50 per cent more business in evening shoes than last 
year.” And at the other end of the avenue, Altman 
turns a whole series of windows into a battery of 
evening displays and cleans up on evening business. 
It’s their slogan, by the way, we have used at the 
bottom of this page (by special permission of the 


copyright owners). 


“It’s time to dress,” written 


across a black tie and a white tie, is the phrase that 


Thirty-five yards of Medici 
braid are used on satin sandal 
from Bergdorf Goodman, shown 
below. It is typical of the newer 
type of metallic slipper, de- 
signed in subtle, intricately 
stripped and strapped effects. 


The most radical idea on the 
Avenue is Vida Moore’s flat- 
heeled evening slipper, illus- 
trated at the bottom of the 
page. She believes streamline 
fashions will mean a reversion 
to the natural form of the foot 
in shoes! 


The sandal on the page oppo- 
site shows the multi-color ef- 
fect with which |. Miller have 
been particularly successful. As 
many as five colors could be 
used on this shoe. Even the 
two sides of the toe section 
have agreed to be different. 


The pump on the opposite page 
is a shoe Cammeyer recom- 
mends for dinner wear. The 
plume design can be dyed in 
several tones to complement 
one or more dresses. At its 
smartest in black with color, but 
possible also in pastels. 


ay 
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New Evening Fashions... 


By RUTH HARRINGTON 


appears on every single piece of their current evening 
promotion. 

We wandered into I. Miller’s Forty-sixth Street 
store at 2 o'clock of an afternoon. A busy hum and, 
on the wrapping desk, 15 pairs of shoes. Nine of 
them, according to Manager Martin, were evening 
shoes, and that proportion is not unusual. 

To Miller’s goes the credit for putting over an idea 
that is good psychology and even better business. 
With the longer dresses of today, Madam, they say, 


you can do two things. You can wear any old slip- 
pers and keep them tucked well out of sight. Or you 
can choose the most exciting pair of slippers you can 
find. And their occasional appearances will be twice 
as intriguing as if they were in plain view all the 
time. Also, when your slippers take only an occa- 
sional spotlight, they can be twice as extreme. 
Neither you nor an audience will tire of them. They 
don’t have to match your dress. They don’t have to 

[TURN TO PAGE 40, PLEASE] 
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The Price of 
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Applesauce 


An Arabian Nights Adventure in Shoe Merchandising 
By MURRAY C. FRENCH 


ae 


a Se upon a time, in the 
ancient city of Bagdad, there lived a prosperous and 
respected shoe merchant named Mustah Ben Fair. 

Now this gent Fair was a regular fellow. Besides 
being a deacon in the First Reformed Church of 
Allah, he was secretary of the Rotary Club and voted 
the straight Democratic ticket. 

Yea, verily, whenever he appeared at the Flowing 
Bowl for his afternoon snifter all the sheiks would 
give him the grand salaam, saying, “By the beard of 
Mohammed, here cometh a right guy!” ; 

So Mustah and his son Heezo Kay worked up a 
nice business in boots and shoes, handling only goods 
made from contented cows and sweet smelling goats. 
No sweat shop stuff—all on the up-and-up and priced 
at six sacks of dates per pair. 

A few doors down Main Street was the delicatessen 
-hop of Ali Bey Windo. There dwelt the fairest 
maiden in all Bagdad, Wotta Bey Bee, daughter of 
Ali Bey Windo. 

Besides helping her pappy during the rush hour, 
Wotta made for herself a nice piece of jack on the 
side endorsing sundry things she never heard of. 
Yea, by the shades of Mecca, she was not one of the 
B. V. D. dolls (Beautiful, Very Dumb.) 

Wotta Bey Bee had IT, Them and Those! Verily, 
whenever she stepped out on the street it was con- 
sidered a swell break for all the drug store camel boys. 

But Wotta, sweet thing, gave all the sheiks the 
go-by save one, none other than Heezo Kay, son of 
Mustah Ben Fair. To him she clave like nobody’s 
business. 


Il. 


Then lo and behold, one summer there breezed into 
town a certain slicker named Badak Tor. Smooth 


ways had he, a checkered vest and a waxed mustachio 
twisted toward high heaven like unto the horns of a 
Texas steer. 

Straightway did this chiseler open up another shoe 
shoppe with much swellegant trappings and luxurious 
divans of soft camel’s hair. Modern stuff, no foolin’. 


And did he have styles! Knockouts! Yet all for 
the marvelously low price of only three sacks of dates 
the pair, made possible, sezze, by his great buying 
power. 

To every damsel who entered he spake with oily 
tongue and much palaver: “Fairest daughter among 
the fair, why pay six sacks of dates when thy lowly 
servant, Badak Tor, asketh only three? And is not 
my footwear all guaranteed, even as that sold by the 
old fogies down the street?” 

And so it came to pass that all the people from far 
and near ceased to trade with their old friend Mustah 
Ben Fair and came in flocks, yea, in droves, to 
patronize Badak Tor and his bargains. 

All in vain did Mustah and his son Heezo stand in 
the door of their shoe store to entice their neighbors 
inside. A half page ad in the Bagdad Bugle fell 
flatter than old Ali Bey Windo’s arches. 

“What we need is more ‘Customer control’,” quoth 
Heezo Kay to his father. “Methinks I better go out 
into the highways and byways and drum up trade 
while thou stayest and talkest things over with Allah.” 

But all the people smote their breasts and said to 
Heezo, “Thy father is a good scout but he knoweth 
not the war is over. He still rideth in a buggy. 

“Getting down to brass tacks, fancy prices are 
‘phut-phut’ and whatsoever store catereth not to 
cheaper goods is already on the road to blotto.” 


And Heezo Kay wrung his hands 
in despair, crying, “But already have we reduced our 
prices to the limit. Verily, it is not in the cards to 
sell our accustomed quality for any less dates. Now 
take the cost of ...... i 

But with one accord did all the people give Heezo 
Kay the razzberries, shouting, “Boloney, boloney!” 

So it came to pass that the nice shoe business of 
Mustah Ben Fair and his Son Heezo Kay melted 
away like hail in a frying pan while that of Badak 
Tor flourished like dandelions in Maytime. 

(Little did the people suspect that the soles on 
Badak Tor’s shoes all came from the Amalgamated 
Paper Products Corp. His uppers were made of 
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second grade sheepskin, but they knew it not. And if 
the truth were let out, all he knew about shoe fitting 
would not cover the eye of a needle no matter how 
thin thou nightest spread it.) 


fil. 

Much thickness was added to the plot when Badak 
Tor, curses on him, did begin taking all his meals at 
the delicatessen shop of Ali Bey Windo. There he 
fell acquainted with the lovely and highly desirable 
Wotta Bey Bee, daughter of Ali Bey Windo, and, 
as was his custom, began handing her his smoothest 
line. 

“Wotta Bey Bee, thou hast no business working in 
a dump like this. Thou hast personality! Thou hast 
lovability! Thou hast that certain something which 
appealeth to my better nature! Ahem! 

“Gimme a break, beautiful! Say, with thy looks 
and my brains we'll make all Bagdad nervous.” 

“Eat thy buckwheats, Mama’s Pride,” quoth Wotta 
Bey Bee. “How often must I tell thee that Heezo Kay 
and I are ticketed for the fatal plunge come three 
more moons. Payest thou the cashier on thy way out.” 

“Ah ha, my proud beauty,” cried Badak Tor, 
“But I have thee in my power! Thy once prosperous 
sweetie, Heezo Kay, is broke—broke flatter than that 
bottom buckwheat cake. Not only did he dabble in 
the street called Wall, but his once fine shoe business 
is now all washed up. By the breath of the Prophet’s 
goat thy lover, Heezo Kay, is down and out for 
keeps!” 

“Verily do I know that my darling, Heezo Kay, is 





“So long Bey Bee,” purred Badak Tor. “I'll 
be seein’ yuh at. the Sheriff's sale.” 








LZ 
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very much financially embarrassed, shy, I mean, shy 
on cash. And all thy fault, thou price-cutting bum!” 

“Ah, speak not so, my Wotta Bey Bee! For. I, 
Badak Tor, am thy friend! With proper inducements 
I might save thy lollypopsie, Heezo Kay, on thy 
account, O Wotta Bey Bee!” 


And even as he spake did 

Badak Tor roll his eyes to high heaven and wash his 
hands one upon the other in the air to make the 
distressed Wotta Bey Bee think she was about to 
get a swell bargain. 

“Outside, vile wretch, outside!” cried Wotta Bey 
Bee. “And keep thy lousy tip!” 

“So long Bey Bee,” purred Badak Tor as he made 
his exit. “I'll be seein’ yuh, me proud beauty... . 
at the sheriff’s sale... . ta ta, Bey Bee!” 


IV. 

Nothing daunted, the hard-boiled villain strode 
from out the delicatessen, when lo and behold, across 
the street in front of his own shoe shoppe he piped 
a great throng of people. Men, women and children 
there were, and all clamored with a loud voice, “Open 
thy door, O Badak Tor!” 

“By the great toe of the Prophet,” said Badak to 
himself, “business is picking up. Many dates and 
much mazuma will I get me for my lousy shoes. 
And none—sh sh—none will be the wiser.” 

And as he twirled his black mustachio he lifted up 

[TURN TO PAGE 38, PLEASE] 
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Stock Control Should Stress 


SZES - 


Uni recently a stock control 
system was considered just another idea put in prac- 
tice by a store for the purpose of giving someone 
something to do. All stores have some kind of a 
control system, either on stock or expenses or some 
phase of retailing. And today these controls are all 
necessary, as most of the frills in control systems 
have been eliminated. 

To my way of thinking, a most important control 


chart is that which governs the sizes, because this 


gives and explains all vital information relative to 
merchandise sold and on hand. It also furnishes 
information for use in buying sizes and widths, along 
with the types of shoes that are selling. The control 
insures and gives an accurate record of balanced stock 
as to size, width, price, type, heels and color in a per- 
centage rating. 

In setting up an original purchase it is necessary 
not to overlap in sizes and widths or patterns beyond 
the percentage rate of selling. It has been my prac- 
tice to study these records carefully and to plan the 
coming season accordingly. Our records show for 
the entire season our demand for any one size did 
not exceed 2 per cent more or less than what we had 
bought, and also meeting the demand by the same per- 
centage in type and color. 

It is very simple after you get your percentage 
figures to go right through and see at a glance just 
how you are doing, and if the stock is out of line, 
correct it. With a little practice one can see at a 


How to Create and Maintain 


a Balanced Shoe Stock 


By P. H. MURPHY 


Shoe Buyer, Wilkes-Barre Dry Goods Co., 
Wilkes-Barre, Pa. 


glance the turnover maintained from week to week 
on any one group or on the stock as a whole. 

If we find that any one group is over or above in 
percentage to selling as, for example, 3 per cent too 
many $6.00 shoes, it must mean either novelty or 
arch. Looking at each we find it is novelties then 
taking types, find there are too many oxfords, and 
still further to find which heel group, and last and 
most important what sizes. 

For the purpose of illustration the break-down of 
an original purchase would be based on percentages. 
Our records show as by percentages what is seJling 
by length, widths, types, colors, heels and prices and 
can be easily figured daily, weekly or monthly. For 
example, on one of our monthly reports we find that 
19 per cent of our pairage stock is arch shoes or 40 
per cent of our investment is novelties, that 6 per 
cent of all our sizes sold were 6A, or that 33 per cent 
were sold of A widths and that 16 per cent were in 
size 6 in all widths. 

Then to go further and break down this size control 
into classes of novelties and arch, a step further 
separating the arch group into straps, pumps and 
ties. Thus we find that 8 per cent of size 7144 AAA 
was sold in arch shoes and 57 per cent were in oxford 








SIZE SHEET SHOWING TOTAL SIZES SOLD ON A MONTHLY REPORT (NOVELTIES) 
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With the subtraction of weekly sales from each classification, as entered daily from the sales ticket, multiply the sales by 52 weeks and 
divide by ending inventory to obtain rate of turnover. Then for a five time turnover, or whatever is required, take sales by week and 
multiply by eleven weeks to obtain stock needed for this turnover. 
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% Diff. ” 


COMPOSITE OF SIZES SOLD AND ON-HAND IN NOVELTIES AND ARCH SHOES 


NOVELTY SHOES 
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ARCH SHOES 
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types. We can take any given width, length, or size 
and compare it in percentage to others we have sold 
and with what we have on hand. 

Then the question of types arises, namely, pumps, 
straps, and ties. With the information gathered from 
our sales ticket and entered on the daily report and 
the counting of the pairs in stock to each group we 
arrive at a percentage. For example, in one of our 
monthly reports in regard to pumps in our arch stock 
we sold 61 pairs and there were 268 pairs on hand 


and of the total pairs of all three types there was a- 


shortage of 2 per cent needed in pumps. 


Ou: most difficult question in 
meeting requirements is in color. With the more staple 
black and brown situation well in hand we look 
to blue and eel gray this season with most efforts. 
Using the same idea in types as explained we can 
find how our colors sold as in black shoes we sold 





64 per cent and had on hand 67 per cent or a difference 
of 3 per cent too many. 

With the explanation of types and color follows 
the price in total and its break-downs into classifica- 
tions. In the report we are using we find that 35 
per cent of shoes sold were $6.00 with 38 per cent 
on hand and a difference of 3 per cent too many, and 
throughout the same process we find how our heels 
are selling in each classification. 

Keeping the original entire stock figures in mind 
and then breaking them down in groups has shown 
us just where and what to buy to satisfy our require- 
ments. The records will show just what are “bread 
and butter” shoes and what shoes are slow and should 
be pushed. It has been my experience this past season 
to buy only when the futures and percentages show 
that a group needs new merchandise. By this method 
we have not over-stocked ourselves by over-buying 

[TURN TO PAGE 46, PLEASE] 
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The big Christmas job of the shoe store this year is to try to sell every kind of shoe in stock. This 
window has been designed to give plenty of display space for shoes and at the same time give a new and 
modern interpretation to the traditional Christmas tree, fireplace and Christmas candles. The tree is a 




















bold silhouette; the fireplace an up-to-date decorative motif and the candles, with their triple halo, 

are in the modern spirit. Fireplace of wall board in alternate bands of blue and silver. Christmas tree 

in green and letters and star in silver. Candles in white, halos in silver. Andirons in green. Wall- 
board and paints constitute the only required materials. 


And Now for the Christmas Trade! 


Holiday Decorations to Give Christmas Atmosphere 


F rom now until Christmas, 
shoe store windows will reflect the holiday spirit, and 
selling more Christmas merchandise will be the main 
promotional objective. There isn’t anything new in 

_this ; Christmas slippers, hosiery, shoes and accessories 
appropriate for Christmas giving have dominated the 
sales efforts of shoe stores in the period following 
Thanksgiving for as long as most of us can remember. 
But the window display man, like the advertising man, 
must ever be on the lookout for some new angle of 
approach, some novel presentation, that will give this 
year’s Christmas promotion an appeal that is fresh 
and different. Out of the familiar bricks and mortar 
he must somehow contrive to create an effect and an 
impression that is sufficiently novel to arouse a new 
interest. 

In a previous article we indicated the opportunity 
that exists to make this a footwear Christmas by 

emphasizing the practical appeal of useful gifts in a 


year when most of us must needs give serious con- 
sideration to the practical. That sort of an appeal, 
however, calls for even more earnest consideration on 
the part of the display man, because it is essential to 
give the merchandise a Christmas atmosphere if we 
are to impart a holiday gift appeal to prosaic, prac- 
tical things like shoes. We must dramatize our 
windows all the more because our merchandise is 
practical. 

From this standpoint it is worth while and indeed 
essential to plan Christmas footwear displays that 
will convey the holiday impression in a manner suffi- 
ciently bold and striking to command attention. The 
background and decorative features which we illus- 
trate this week are of such a character; yet they in- 
volve no extraordinary expenditure and no difficulties 
of construction that would put them beyond the reach 
of the average store. They can be used in windows 
and the fixtures can be duplicated and carried out as 
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SHOW SHOES 
ON 
CHRISTMAS TREES 


ERE’S a real idea—one that 

enables you to combine a 

Christmas decoration idea 
with a display fixture. The basic 
thought is to make a Christmas 
tree or other setting in the form 
of a fixture. This, in many 
cases, will be the only decora- 
tion you will need in the win- 
dow. 


In a large window you could 
use two fixtures, or if three are 
needed you could use one idea 
in the center with matching 
ones on either side. 

Where three are used you 
can have one of the Christmas 
trees in the center flanked with 
the candle unit shown in Fig. 5. 
The candle unit No. 2 could be 
flanked with any of the Christ- 
mas tree designs. 


Fig. 1 is a series of triangles 
that form a Christmas tree with 
triangular shaped shelves and 
platform on which to display 
shoes. 

This is cut out of wall-board, 
braced in the back with a 2x2 
in. strip of wood. 


Fig. 2 is a triple group of 
candles cut out of wall-board 
and mounted on the back of a 
set of blocks arranged as shown. 
These blocks are decorated with 
a Christmas tree design. 


Fig. 3 is rather unique because 
of the alternating colors and al- 
ternate placing of the shelves. 
This, too, is cut out of wall- 
board with 2x2 wooden support 
and wooden base and shelves. 


a~ 











part of a decorative scheme that will give the entire 
store a holiday aspect. Reproduced as line cuts they 
can also be used effectively as spots to liven up your 
Christmas advertising, whether it be newspaper ad- 
vertising or direct mail matter. 

Remember that the Christmas selling season is 
concentrated into a brief period of three weeks this 
year, owing to the fact that Thanksgiving falls on 
the last day of November. The shoe store should 
plan, therefore, to make the most of this brief period 
by coming out with a striking Christmas window dis- 
play on the day following Thanksgiving. The dis- 
plays illustrated on these pages are admirably planned 
for that purpose and they can be replaced later with 
an entirely different trim, or rearranged, with a dif- 
ferent merchandise display, so as to give a different 
appearance. 

Slippers, hosiery and certain lines of shoe acces- 
sories, such as buckles, ornaments, etc., are traditional 
holiday merchandise in the shoe store, but many shoe 
merchants feel, apparently, that shoes themselves are 

[TURN TO PAGE 41, PLEASE] 
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In Fig. 4 we show a cylin- 
drical shaped unit that is espe- 
cially good in its suggestion of a 
Christmas tree. Here we have 
circular shelves that approxi- 
mate the branches and serve es- 
pecially well as space on which 
to show shoes. 


The upper part of the tree is 
a cone made of heavy paper. A 
parchment paper such as is used 
in lamp shades would be very 
good especially if you cared to 
illuminate the interior. 

The scalloped edges on the 
shelves are to be of the same 
material. 

Another method of making 
this unit would be to carry it 
out in silver and some color such 
as blue or green and use a cone 
made of tin for the top with 
the scalloped edges in tin. This 
would be modernistic in the 
extreme. 


Fig. 5 shows a real modern 
treatment for a candle. The 
candle is to be of turned wood 
or a cylinder of paper or metal. 
This permits the candle being 
wired and an electric lizht used 
at the top. The halo is cut out 
of wall-board. 


The shelves are circles cut 
out of lumber or ply-wood. Two 
circles are placed about three 
quarters of an inch apart in 
order to produce the modern- 
istic effect. 


Fig. 6 is a Christmas tree 
made in the form of a triangular 
box with shelves on which to 
show shoes. Made of thin lum- 
ber, with back, star and borders 
of cut-out wall-board. 
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Move the Shoes Now! 


Speculstive production 
always creates economic hazards. Many lines of in- 
dustry, including shoe manufacturers, are wishing 
that they had not put on such a strenuous “BUY 
NOW” campaign. Before the Code went into effect 
the merchants in all lines of business went into a 
speculative orgy of buying and stocked up so far in 
advance that new orders at this time have thinned 
to a whisper. Many orders still to be filled must be 
executed at a loss. In the case of shoes, the record 
shows forty million pairs over the production of 1932, 
for the period of January to September. An increase 
in production of 16.19 per cent was certainly not 
justified by the normal purchase of shoes by the con- 
sumer. 

In the period of January to September we made 
234,000,000 pairs of shoes. In the period of January 
to September, 1933, we made 274,000,000 pairs of 
shoes. On examination of the position of the con- 
sumer and the position of the wage earner, and the 
farmer, we know now, as we should have known 
then, that 40,000,000 extra pairs of shoes made would 
not be absorbed in natural sale. It is true that in 
August the public indulged in a buying spurt for 
fear of rising prices, but in October that emotion for 
the public to profit in advance of the rise had sub- 
sided. So it now appears that shelves of shoe stores 
in this country have more pairs of shoes on hand 
and for sale than would be natural for this year. 

The other factors of unseasonal weather and un- 
filled pocket-books produce the situation that retail- 
ing is in at present. Maybe the retail shoe industry 
is finding out that speculative buying is as dangerous 
as chiseling. 

To buy more than what is needed for the season 


An-hopes of an extra gain of 25c. to 50c. is perhaps 
‘a natural error. Thousands of merchants at least 
‘thought it was good business, but the demand did not 


cottie+sq here and there we find stores stocked with 
shoes of this season’s salability, and no interest ex- 
pressed by the public at the higher prices. So the 


natural clearance comes ahead of its regular time. To 
move the goods, is necessary. 

Hope is expressed that trade will freshen as the 
Winter progresses, and with a very early Easter, the 
retailers will have a better field of sale and service 
as time goes on; but right now the thing to do is to 
sell this season’s shoes at the price the public will pay 
for them this season. In the new deal of economics 
perhaps the first hand was played “prices wild”; the 
next deal will be played a little closer to human needs 
and a little closer to store and stock capabilities. So 


» we quote what B. C. Forbes has to say about the need 


for salesmanship. 


“Selling and salesmen are entering a new era. The richest 
harvest will be garnered by those best fortified by facts, best 
fortified by personality, best fortified by logic, best fortified 
by sincerity to bring home the light to buyers. 

“Let each and every conscientious salesman implant in his 
mind this inspiring, energizing thought: ‘Every order I 
book puts men and women to work and hastens the return of 


,” 


prosperity and happiness’. 


And for good measure, we quote from Walter J. 
Daily, of General Electric: 


“There is business to be had by those who go after it. 
There is good merchandise to be bought—eleven billions of 
dollars in savings accounts. Real opportunity is here for 
selling and advertising, opportunity for aggressive, keen- 
thinking, hard-working members of the selling and advertis- 
ing fraternities to tackle without delay. 

“The average person would rather spend a dollar than 
keep it. He gets fun and a thrill out of spending. .. . 
Anyone who believes that our 120 millions are going to drive 
old autos forever, to walk around in old clothes and worn- 
out shoes, to miss good movies and eat poor food, is wrong. 
Advertisers are beginning to realize that if they let down 
now, someone who is more aggressive and courageous will 
step in and take away their market.” 


Be of good heart, retailers of shoes—a better day 
is coming—it is inevitable. The machinery of mod- 
ern economics is geared up to increases and com- 
modity prices to the farmer and miner, more wage 
envelopes for the worker, and more money in circu- 
lation for the public and merchant. It takes time to 
build anew. 





*«: 



















Boot AND SHOE RECORDER 25 
combining THE SHOE RETAILER, Nov. 18, 1933 







j/ 


lorifiés 


Sherwood Shoes for Spring! 
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TEACHING 


PEOPLE WHERE TO FIND SHOE 


ECONOMY 


“Buy now for economy,” says Uncle Sam. “And if you want 
real economy in shoes,” says Goodyear advertising, “buy 
from the dealer who features shoes with Goodyear Wingfoot 
Soles—no sole ever built can outwear them!” 


And how Goodyear is saying it! In The Saturday Evening 
Post. In Collier’s. In Liberty. To thirty million readers! 
Week after week, month after month — in the best buying 
seasons! Straight-to-the-pocketbook advertising that is get- 





ting results. 


Wouldn’t it be smart business to have advertising as timely 
as this working for you—bringing customers into your 
store? All you have to do is display shoes with Goodyear 


Wingfoot Soles! 








When writing advertisers please mention Boot and Shoe Recorder 
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IS THE PLACE 
TO SAVE 
SHOE BILLS! 











IGHT where shoes get the rough- 
est, toughest wear— the SOLES 
are the place to save shoe bills. 
You can let boys be boys—let them 
have their fun — and still keep shoe > 
bills down —if you make sure their 
shoes have Goodyear Wingfoot Soles. © 
It's a fact —mno sole ever built can beat 
them for wear-~and the life of the © 
shoes depends on the life of the soles. - 
“ow P Boys and girls like them — they're - 
a é ‘ ure-footed, comfortable, waterproof. 
ad you'll like the way they save 
pney. Ask for them on new shoes 
pr when you get shoes repaired. 


oO extra cost. 





Wingfoot 
SOLES and HEELS 


i 
Quality products of The Goodyear Tire iy 
& Rubber Company, Inc., Akron, Ohio 4 





WHAT ROOSEVELT DID TO HOOVER'S PREDICTIONS 





WINGFOOT SOLES AND HEELS 
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Suit 
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This Year 
You Can Make 
Your Store a Real 


Holiday Headquarters 








Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 18, 1933 







SSAA 
oe WB aitteesasn. A 






























Y , Las Na eg 
| Yj 





Christmas Atmosphere 


By R. E. ANDRUSS 


To make your shoe store 
a GIFT STORE for holiday shoppers, it should have 
decorations that give a cheerful, colorful Christmas 
atmosphere, and open displays of merchandise that 
invite “browsing around” and permit customers to 
make their gift selections with freedom. 

Christmas shoppers are seldom quite sure what 
they want. They like to look around, to see merchan- 
dise, without having too much personal attention 
while they are trying to decide which is best for 
whom. 

That feeling of freedom to look around, with 
generous displays offering suggestions, is one reason 
why department stores are crowded at Christmas 
time. On the other hand, the lack of open displays 
in many shoe stores may keep away customers who 
are not certain enough about what they want from 
coming in to ask for specific items. Or, if they do 
come in for particular items, additional sales may be 
missed because there are no displays inviting atten- 
tion and offering suggestions. 


No store is too small to 
display merchandise. Even when there isn’t much 
floor space, for tables, racks and panels can be utilized 
to show samples of various gift items. Double- or 
triple-decked display tables can be placed right over 
the tops of a section of fitting chairs. Plaques holding 
merchandise can be used on ledges or on brackets 
extending from the shelves. In many cases stock 
can be condensed to leave open display space in the 
shelves. An extension shelf can be placed before 


various sections of shelves. 


Displays should be arranged to take customers 
from one part of the store to another, some being 
placed toward the front of the store to gain the 
immediate interest of customers as they enter the 
store. 

A year ago I was attracted by the effective window 
display of a men’s wear store—but as I entered the 
store all desire to buy was killed by the total lack of 
holiday atmosphere in the store. There wasn’t even a 
sprig of holly in the store, and not a single item of 
stock moved from its year-round place in shelves 
or cases! 


I: ve been in shoe stores 
like that, too—nothing but rows of shoe boxes in 
sight. Such a store looks bleak, barren and uninviting 
in contrast to the gay decorations and generous dis- 
plays in most other stores. 

Christmas atmosphere and merchandise displays 
are very important in promoting the sale of gifts. 
It does not require the expenditure of a great amount 
of money to make your store interesting and attrac- 
tive during holiday time. A little advance planning 
and one or two evenings work in trimming the store 
and putting in some good Christmas window displays 
will give the place an appearance, within and without, 
that will be pleasing to customers and yield dividends 
in extra sales. If you have attractive Christmas 
windows they will serve to bring in many customers 
who are window shopping in search of gift ideas. And 
effective merchandise displays within the store will 
afford gift suggestions to the people who come in 
daily for regular merchandise. These two sources 
will serve to tap a reservoir of extra business. 
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FOR A MAN'S CHRISTMAS 

















FIGURE 1 











Fig. 1—A movable display panel will show a group of gift 
suggestions in a very practical way. When constructed of wall- 
board, inset in a frame, both sides may be used. In many stores 
such panels can be used at an angle across the corners near the 
entrance. 


Fig. 2—A metal rod is slipped into a hole drilled in a block of 
wood that fits snugly between two shelves. From the rod a compo- 
board plaque is suspended. 


Fig. 3—A half inch board of well-dried lumber, 8 in. wide, 
has two hooks which catch over the top of the shelving. Slippers, 
goloshes, spats and so on can be shown to advantage. 








FIGURE 3 
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FIGURE 4 





























FIGURE © 


Extra Space for Gift Displays 


Fig. 4—A double sign board of wall-board supports shelves 
four to six inches wide, upon which merchandise may be displayed. 


Fig. 5—A display table that straddles a series of fitting chairs. 
Removable legs will simplify storage. It could have a narrow 
“upper deck” in place of the upright display panel shown. 


Fig. 6—A four-foot half circle of compoboard is braced at 
the back and painted in three colors—green, silver and a blue 
center. The candles are red. Set close to the front of the ledge. 
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R. D. Chastain Got First Business Lesson When 11 





By DENNIS McCARTHY 


y* THESE fasciriating (well, well!) 

little essays accompanying the 
sketches, the writer has striven i> 
avoid the obvieus—— 


@ certain person has been in  usi- 
ness here in Beaumont for a qua:- 
ter century or so and he is pointed 
out as a pioneer figure in his pa;- 
ticular line and scarcely a person 
in the city doesn't know it, ti: 
writer asks: 

What's the use in dragging it out 
in print? 

For instance, there's R. D, Chas 
tain. 

Here 25 Years 

He's been here 25 years. And if 
you don’t know by this time tha: 
he's selling shoes .. . 

So it occured to the writer— 

For heaven's sake Iet’s forget this 
writer stuff and go on with tie 
copy! 

R. D. was born in Cuthbert, Ga., 
—on a farm—and the first thing lic 
knew he was over in Eufala, Ale | 
He says today that Eufala didn’t 
mean much to him save it was an 
Indian word signifying “Dog Town.” 
Or maybe it was “Dog House.” 

in Troy, Ala. 

Well, sir, “the next thing he knew 
he was abvut 11 years old, over in 
Troy, Ala. doing a little bit of 
everything around a little tavern 
that specialized in the sale of ice 
cream and all manner of sodas. 

Yes, doing a little bit of every- 
thing around the place—but clcan- 
ing out the cuspidors. And when 
the boss one morning asked R, D. 
to see to it that the cuspidors were 
cleaned, R. D. rebelled and said 
he'd be such-and-such a thing if he 
ai 


id. 

It went on that way for three or 
four days and still R. D. wouldn't 
ciean cuspidors. Thus it was the 
boss of the place said he'd attend 
jto the task himself. 

Strikes Pay Sand 

R. D. watched him pick up one 
cuspidor, pour some wattr into it 
ahd then toss the contents ovt, 
Whereupon a nickle rattled and a 
dime jingled to the floor. He picked 
up another and a quarter dropped 
out. The third one held twenty 
cents in two dimes. 

“How come?” R. D. asked. 

“Every night,” the owner Hed 
“when the customers are sitting 
around buying drinks and reachin;:; 
for change, naturally some coins 
drop cut of their pockets and fal: 
into the cuspidors. Pind as high 9: 
80 cents some mornings.” 

It's fusiny to hear Mr. Chastain 
tell it, 

Right on the Job 

“Tl give you my word,” he was 
saying yestercay, “an army of Co3- 
sacks couldn’t have stopped me 
from washing those spitoons. I was 
down there the first thing in the 
morning turning them upside’ down. 
For weeks it went on. And I never 
got a red cent out of any of them. 
I don’t know how long this went 
on until I found out the owner c! 
the place had baited them with the 
money in the first place to lure me 
into washing them.” 

R. D. was 24 when he came to 
Eeaumont. In 1903 he organized the 
Imperial Shoe store here. Associa 
ted with him in this shoe business 
—the oldest in Beaumont—were T. 
R. Hailey. Lynn Gilbert and Tom | 
King, three beloved Ee2umonter, 
who have sinc> passed on. 

Membcr of Rotary 

Mr. Chastain is a member of Ro- 
tary serving as chiarman of the 
program committee—one of THE 
committees in Rotary. He has just 
been chosen 2 member of the style 
lcommittee of the National Shoe Re- 
tailers’ association and he'll havc 
semething to say about what you'll 
put on your fect in the way cf) 
leather for a season or 80. 

A little bricgc, plenty of poker. 
fishing in mederation and gol: 
when business permits .,. 

That's about all. 

Oh yes, that quotation of which 
he’s so fond and repeats so fre- 
quently it’s become characteristic of 








bad weather.” 
That's all. | 


“That is, the writer means"that 11 | * 
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Through good weather and bad, 
the Imperial Shoe Store has safely 
sailed the sea of business for 
twenty-five years under the guid- 
ance of its able captain, R. D. 
Chastain. 


Through good weather and bad, 
the Boot and Shoe Recorder has 
proved a trusted chart in helping 
to map a safe course in the busi- 


ness sea. 


2 eg the twenty-five years that the Imperial Shoe 
* Store has sailed the business sea, The Boot and Shoe 


Recorder has been an unfailing chart in setting a course that was 


straight and true. 


It has helped to avoid reefs and shoals, and showed the safe 


course in times of danger. 


It has been a constant source of accurate information and 


keen inspiration. 


It has unfailingly brought the news and view of the shoe 


world. 


It has passed along the efficient ideas that helped to do a better 


job in both merchandising and selling. 
The Recorder congratulates Mr. Chastain and the Imperial 


Shoe Store on its twenty-fifth anniversary—and looks forward to 


many years more of mutual friendship and cooperation. 








When writing advertisers please mention Boot and Shoe Recorder 
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Sailor Is Discovered in 


BAD W. 
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A Steady Seller Among 

Women’s Shoes, Whose 

Promotional Value Has 

Been Largely Overlooked, 

Is Presented in a Manner 

That Produces a Ten Times 
Sales Increase 


By JOHN MEKEEL 


Opera house entrance to the pump section of the women’s shoe department at Gimbel’s 


~~) 

pera pumps have generally 
been taken for granted,” says Jacob Greenberg, who 
is buyer for the women’s shoe department of Gimbel 
Brothers, New York. “That is, the fact that they 
could be relied upon as a steady seller has probably 
obscured the view of their promotional value. 

“The opera pump and corrective shoes are the two 
types of footwear which have always been staple in 
that they can be sold at prices which bring a sub- 
stantial profit. No other types are less subject to 
markdown.” 

With a view to increasing the sales of operas by 
carefully planned promotion, to give it more promi- 
nence by isolating it from other footwear, Mr. Green- 
berg has effected a sales promotional feature that has 
brought with it phenomenal results. Presenting this 
group of shoes in a novel and distinctive manner, he 
has let the opera talk (or sing) for itself. 

The layout, with an expenditure amounting to $10 
at the most, consists of two columns and superstruc- 
ture of pasteboard which form an imposing “Opera 
House” entrance to the pump section. A tinted paint 
applied to the whole gives an effect of realism. A 
dozen or more pump styles ranging from a 12/8 
Eton to a 21/8 Full Dress are attractively displayed 
in the foreground, while a concealed portable Vic- 
trola playing music from the major classic operas 
adds to the atmosphere of the setting. 

Large placards on either side of the entrance an- 


nounce in bold letters “the repertoire” and “the first 
performance of the 1933-34 season,”’as follows: 


GIMBEL’S OPERA HOUSE 

Repertoire 
Tosca—medium heel, modified toe 
Carmen—hand made high heel opera 
Gretel—high continental heel, stubby toe 
Aida—classic high heel, modified toe 
Madama Butterfly—three inch spike heei 
Diana—a modern opera, first performance 
Manon—very stubby toe, continental heel 
La Bohéme—dressy opera with a bow 
Parsifal—leather heel walking opera 

ALL-STAR CHORUS IN MANY OTHER OPERAS 
Request performances on popular demand 
< » 
FIRST PERFORMANCE 
of the 1933-34 season 

“DIANA” 

in two acts 
Act I—high heel, medium toe 
Act Il—high heel, modified round toe 

Libretto: Diana is a gentle vamp who cannot cut 
your instep. 


This simple display is a striking example of what 
can be done to present a shoe type in an adequate and 
effective manner, entailing but little expense. The 
idea also lends itself well to a window display feature. 

As evidence of the success of “Gimbel’s Opera 
House,” not only have the sales of opera pumps in- 
creased tenfold, but a substantial increase has been 
produced in the sales of other footwear. 
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-. + Staging “The Opera’ 
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“COMING EVENTS 





— cast theit shadows before” 





At the recent Boston Conference of 
Retail Distribution, Mr. C. A. Schuster 
of Marshall Field & Co., said—*‘Mer- 
chandise must be built with an eye to 
its ultimate sale—to consumer accep- 
tance. The appeal of price has held 
the center of the stage in retail presen- 
tation but it is probably true that in 
the days and years ahead, price appeal 
will be less potent and other means will 
have to be found to successfully dram- 
atize retail selling” 

at summarizes what we have 
been advocating, pointing out as we 
repeatedly have, the great possibilities 
“to successfully dramatize retail sell- 
ing” by adopting such uniformly sat- 
isfactory shoe bottoms, as are cut from 


KISTLER"BENCH BRAND’ 
SOLE LEATHER 


Our illustration typifies a grade of 
shoemaking which will be increasingly 
demanded as the trade swings to the 
es dramatic inducements for consumer 
acceptance, tanned into “BENCH 
BRAND" sole leather. Such shoemak- 
ing excels in appearance, in comfort, 
in every-day wear. The product offers 
the desired flexibility in mark up. It 
affords the higher gross margin neces- 
sary to offset selling expense. It pro- 
vides the dollar volume as well as a 
favorable unit volume. 

The activity and headway which 
benefits all branches of the trade may 
be retarded by adhering closely to 
passing practices. ‘‘Coming events cast 
This chart represents a side their shadows before’’. Grasp their 


a of leather The part used for significance. Don’t pay the penalty of 
% KISTLER “BENCH BRAND” — oule leathe pey P y 
SOLES Is about 13% of the P > eee 
whole side. 


KISTLE LEATHER COMPANY 
BOSTON-MASS: 


When writing advertisers please mention Boot and Shoe Recorder 
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Studies in Foot Development 


A Brief Survey of the Five Stages That Marked the Evolution 
of the Human Foot Pattern from the Amphibian Age 


By DUDLEY J. MORTON, M. D. 


The human foot possesses 
a very distinctive design when compared with all other 
types, but upon analysis, many of its features are 
found to be shared widely by other forms of verte- 
brate life. The characteristics which give to man his 
unique foot-pattern are differences which have only 
remodeled for our erect, two footed manner of loco- 
motion a more primitive, pre-human type of foot. 
The present article discusses briefly the sequence of 
changes that led up to that prehuman model. 

Paleontological evidence divides these changes 
quite naturally into five stages, the earliest of which 
reaches back through an expanse of time so great as 
to tax our human ability to realize its vastness. In 
this respect, geologic time is very much like astrono- 
mical distances. Consequently, instead of emphasiz- 
ing the fact that the first of these stages began about 
450,000,000 years ago, (according to recent geological 
calculations) a better idea of the very slow and 
gradual process of change may be gained from an 
approximate estimate of the proportionate length of 
each stage. 

Thus, an Amphibian stage (1) occupied the first 
third of that vast stretch of time; a following Rep- 
tilian stage (2) occupied the second third; of the 
remaining third, three-fifths is assigned to an ancient 
Mammalian stage (3), one-fifth divided between an 
early Primate (4) and Proanthropoid (5) stages; 
while the final fifth relates to the Prehuman stage 
which will be considered in the next article. 

The earliest vertebrates we can associate with land 
habits were the Amphibians. They were land-visiting, 
rather than land-living, creatures. Having sprung 
from aquatic ancestors whose bodies were supported 
by the density of the water in which they lived, their 
limbs were poorly designed for the carriage of body 
weight. On land, the primitive amphibian crawled on 
its belly, using the legs merely to push its heavy torso 
and tail over the ground surface. The legs stuck out 
from the sides of the body. Its feet were positioned 
on a line continuous with the leg-bones, and were 
very flat ‘and flexible, but essentially of a pentadacty- 
late (five-toed) pattern, as shown in the illustration. 
The small tarsal segments, more numerous than in 


later forms, were cartilaginous, instead of bony in 
character. The principal joint of the foot was not at 
the ankle, but located forward across the middle of 
the foot in a transverse line between the small mid- 
tarsal segments. 

As time advanced and the excursions of these 
creatures upon land became more constant and of 
longer duration, the limbs gradually acquired strength 
to lift and transport the body in more active move- 
ments; the tarsal segments of the foot became in- 
creasingly bony, some fusing and others disappearing ; 
the general structure of the foot became more and 
more compact. Ultimately the amphibians gave rise to 
land-living reptiles. 

The Reptilian foot shows a marked advance in 
weight-bearing design. In this stage the foot seg- 
ments became completely ossified. Here a funda- 





1. The Amphibian type of foot is flat, very flexible and continuous 

with the line of the leg. 2. The reptilian foot shows the developing 

heel (H), and is being changed to a right angle position in relation 
to the leg. 


mental chance is to be recognized in the beginning 
development of a heelbone (calcaneum) from the seg- 
ment immediately adjacent to the lateral, or outer, 
bone of the leg. As this segment enlarged and be- 
came twisted downward and backward, it caused an 
arching across the foot which is now recognized as the 
Transverse Tarsal arch. This curvature had the 
effect of obstructing motion in the original midtarsal 
joint and causing the movement to be transferred to 
the ankle; the foot now began to assume a right angle 
position to the leg. Simultaneously the leg itself was 
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moved from its earlier laterally-extended position, to 
one beneath the body and parallel with the spinal 
column. 

These alterations in limb and foot structure opened 
the way for increasingly agile movements on land, 
with the result that during the long remaining ex- 








3. The primitive mammalian foot is a much more compact struc- 
ture with firm, interlocking bony segments. 4. The Macac foot 
is a true monkey type with a divergent thumb like a great toe. 
5. The chimpanzee foot shows a greatly improved grasping ability 
by the transfer of the axis to between the first and second digits. 


panse of the Reptilian Period flying reptiles as well 
as the birds originated from these groups. Although 
a reduction in the number of digits to three was quite 
common among the dinosaurs, the conservative rep- 
tilian pattern was five-toed. From among these more 
conservative groups, certain forms began to display 
changes approaching mammalian characteristics 
throughout their body structures. This occurred about 
the middle of the Reptilian Period. Through these 
transitional forms, warm-blooded mammals became 
established and flourished during the greater part of 
the reign of Dinosaurs which occupied the latter part 
of that Period. 

The contributions of the reptilian stage to foot 
development may be summarized as follows: complete 
ossification of bones, origin of the heel and of the 
transverse tarsal arch, establishment of the ankle joint 
and change in the position of the foot toward a right 
angle with the leg bones. 

The primitive mammals were active quadrupeds 
many of which, as a matter of protection, had taken to 
tree-life. Their feet retained the original five-toed 
pattern but had gained a distinct refinement in com- 
pactness of design with firm interlocking of the bony 
segments. With the steady improvement of the foot 
as a lever, it now presented a definite axis which bi- 
sected the foot, running forward from the heel through 
the middle (third) digit; also the heel became more 
prominently developed as a leverage arm. 

The illustration of the opossum foot gives a fairly 
accurate representation of a primitive type of mam- 
malian foot. From such a starting point, mammals 








have showed a wide range of divergent development 
in foot design that is particularly conspicuous in loss 
of digits, as in the feet of horses and cattle. The 
tree-living groups, however, tended to retain the orig- 
inal pattern more closely, and the claws they had 
inherited proved extremely useful in their climbing 
movements. It was from such a primitive arboreal 
group that the early primates received their origin. 

The early primate stage in foot development is 
characterized by modifications for grasping to be ob- 
served in all monkeys. The original members of the 
primate group departed from the habits of their an- 
cestors by using their digits to hold on to the branches 
of the trees in which they lived, instead of clinging to 
them by means of claws. The first digits on bdth hands 
and feet became increasingly divergent and mobile; 
the muscles which had formerly been used only to 
spread or narrow the paws were amplified (especially 
the ones to the first digits) for grasping, and the claws 
changed to broad flattened nails. These modifications 
in both the hands and feet of the monkey groups has 
earned for them the title of “quadrumana” (four- 
handed). The illustration of the macac foot-skeleton 
shows the divergent position of the first digit (great 
toe), and the retention of the functional axis in the 
mid-line of the foot. 


The proanthropoid stage furnished 
a change that was fundamental to the subsequent ap- 
pearance of the human type of foot. That change 
was the transfer of the axis of the foot from the mid- 
line to between the first and second digits, as indicated 
in the drawing of the chimpanzee foot. Its signific- 
ance is associated with another change of extraor- 
dinary importance involving an alteration of body 
posture from the horizontal position of the quadru- 
pedal monkey, to a vertical position. After the pri- 
mates had become well established as a separate order, 
the proanthropoid stage began in a group which was 
to become the predecessors to the modern great apes 
and man. They acquired the distinctive habit of using 
their arms as the principal means of locomotion in 
the trees, swinging by them like a trapeze-performer 
——a method that has been called “brachiation.” 
Continuous use of such a vertically suspended posi- 
tion of the body had the ultimate effect of altering the 
body structure and nervous systems of these creatures 
for an upright posture, and of extending the legs 
upon the body ; at the same time it called for a higher 
degree of grasping ability in the feet to meet the need 
for greater security in the balance of an erect body. 
The change in the position of the foot’s axis to 
between the first and second digits is the basis of this 
needful increase in grasping power. We shall sub- 
sequently see how this change in the position of the 
[TURN TO PAGE 55, PLEASE] 
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we are “‘LEADING AS USUAL” 
Outside and aie 
Inside Backstraps ———— , Siete 
SIZES 2-6 ———— Blind Eyelets 
PRICE $] 00 De ' 
Ook Filles. sore > ————— Spartan Soles 


120—PAT. LEATHER 123—BROWN EL WHITE ELK, MOCCASIN VAMP 
i2I—WHITE ELK 129—BLACK ELK {3i-PATENT LEA MOCCASIN VAMP 
122—JERSEY ELK  132—SMOKED ELK 130—GENUINE BUCK—PRICE $1.30 


THE MOST COMPLETE IN-STOCK LINE OF JUVENILE SHOES IN NEW YORK 





= MORRIS SHOE CO.!nc. 143 Duane St., be 


The Pedicharm Shoe 


for women 


FASHIONABLE—CORRECTIVE 
AAA - EEE 


IN STOCK 


A Large Assortment of 
Beautiful and Latest Pat- 
terns in Diversified (f 


Leathers 
TO RETAIL AT $ Al ann s5 


LAZARUS FRIED & SONS, INC. 
118-120 Duane St. New York City 
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RETAILERS! 


How Are Your Stocks For 
Late Fall and 
Winter? 


v 


® The finest and smartest popular 
priced styles of the season can be 
found in the Great New York 
Wholesale Shoe Market. 





® These shoes are fast sellers, in- 
sure you of quick turnover, and 
will enable you to wind up the 
season profitably. 


® Prompt delivery of everything 
you need in the way of popular 
priced footwear when you..... 


BUY IN THE NEW YORK MARKET 





A REAL “BUY” 


A HELPFUL FORCE TO 
STIMULATE BUSINESS 


4034—Kaffa—Baby Heel 
4035—Kaffa—High Heel 
4036—Patent—Baby Heel 
4037—Patent—High Heel 
4041—Brown Kid—High Heel 
C Wide 
SOLD IN DOZEN LOTS OR MORE 






REDUCED FROM 


$2.00 TO 


$4 65 


[_ion Shoe on INC. 


145 Duane Street, 
New York City 





le 








<THE’? OPERA 


501 BROWN KID 
507 BLUE KID 

508 BLACK PATENT 
508 BLACK KAFFOR 
512 BLACK FAILLE 





Sizes 1-9 
Also in Junior Heels. 


Aan Eswin hoe (0. 


Price $2.25 


Ladies’ 
131 Duane St. 


Novelty Footwear 


New York, N. Y. 





HOW TO REACH THE NEW YORK SHOE MARKET 


STATION 











We hope you will 
consider thisacordial 
invitation to call on 
any of the market 
establishments. The 
market is very easily 
reached from any 
part of New York. 
From Times Square 
or Pennsylvania Sta- 
tion, take the Broad- 
way-Seventh Avenue 
I. R. T. express to 
Chambers Street. 
From Grand Central 
Station take the Lex- 
ington Avenue ex- 
press to Brooklyn 
Bridge. If you take 
the B. M. T. Subway, 
get off at City Hall 
Station. From 42nd 
Street and Eighth 
Avenue take the new 
Eighth Avenue Sub- 
way express to 
Chambers _ Street 
Station. The great 
wholesale shoe mar- 
ket is but a block 
or two from any of 
these stations. 
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SLIPPERS—IN STOCK 
7520—Ladies Felt Everett 
Ribbon Trimmed. Silk Pom- 
pom. Leather Sole. Rub- 
ber Heel. Oxford Gray, 
Copen Blue. 
Sizes 4-8. 
Price 80.9¢ 


No. 7520 








| FASHION’S NEWEST 
IN STOCK 


' 
TO STIMULATE SALES 
DURING THIS PERIOD OF J ret1—tacics wo nai: 


Leather Sole. Rubber 


RECONSTRUCTION ins da 


BLOG SHOE CO. 















WE DO OUR PART 








147 DUANE ST. N.Y.C. 
3710—BROWN > q 
SPONGE LEATHER SHIRRED KID » 
Efe IN ih 
BOOP ee  3711—BLACK BLACK AND BROWN 
A “THE NEWEST SENSATION” 
SPONGE LEATHER No. 1178—Black with Grey 
Stitching. 


No. 1179—Brown with Parch- 
ment Stitching. 
Medium Toe 








3708 —BROWN 19/8 Covered Continental Heel Mie 
SPONGE LEATHER AAC @ ~~ PRICE $3.60 yo. 1178 
3709—BLACK CALF J SOE eR LOK 


CONTINENTAL HEELS 











> 4 
The CROSSETT Shoe 
FULL WINGTIP OXFORD 


3712—BLACK CALF eum 
3713—BROWN KID int. Trown Call Pon ayy Po 


No. 9217—BLACK CALF 
No. 9218—BROWN CALF 












A-D 
IN-STOCK 


WRITE FOR AGENCIES IN YOUR TERRITORY. 

THE L & S SHOE CO, INC. \t¢ QUANE sr. 
> < 
OUR ONE BEST BE 


i ; coMpo “yer 
| BUY-NOW PRICE—§4 7A | ov: 





60 STYLES IN-STOCK 
1-EEE 


AAW EE 





3706—BROWN 
SPONGE LEATHER 





3707—BLACK CALF 
CONTINENTAL HEELS 











B-C WIDTHS 3052—BLACK CALF CON URENTAL 


3053—BROWN KID 
MANY MORE STYLES IN STOCK—SAMPLES SUBMITTED 3054—BLUE KID 


3055—BLACK AND WHITE 


j B FR | ED M AN S H 0 E C0 3056—SAME AS 3055 CONTINENTAL 
7 ® ™ 


109 READE ST. NEW YORK CITY, N. Y. widhditlsacaieiaaiat: <>? 


109 READE ST. 


KING LIZARD 3053 
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Applesauce 


[CONTINUED FROM PAGE 19] 


his eyes again and saw, for cryin’ out 
loud, all the people had sticks and 
stones in their hands. Verily, they had 
blood in their eyes, too. Not so good, 
not so good! 

“Can it be I am exposed?” sezze to 
himself. “I’m takin’ no chances but 
will pull my mantle up over my mus- 
tachio and see what the devil goeth on.” 

So doing he came up unbeknownst 
and said aloud, “What ho! A bargain 
sale or something?” 

“A bargain sale, me eye!” quoth a 
stalwart plumber standing by. “This 
duck-brained Badak Tor hath sold me 
a shoe for waterproof, and lo, it leak- 
eth like a sieve. Seest thou this Damas- 
cus steel pipe wrench, stranger? With 
it will I twist Badak Tor’s head seven 
turns to the west when I get my mits 
on him! Aye, he shall suffer, he shall 
suffer!” 

“Me hath he rooked also,” cried a 
damsel nearby. “Two sizes too short 
did he fit me, and behold, it causeth 
me a bunion of such size I am become 
the laughing stock of all Bagdad.” 

“And to such a lovely damsel as 
thou!” sighed Badak as he pulled his 
mantle tighter lest he be spotted. 

Even as he spake he heard a plead- 
ing, “May Allah bless thee, kind sir, 
to mind my little Johnny 4 minute. All 
day and all night doth he cry, ‘A-wah, 
my feet! A-wah, my feet!’ 

“See, kind sir, I have here a pound 
of guaranteed rat poison which I would 
feed to Badak Tor. Aye, his groans 
will be music to my ears, for did he 
not sell me cheap, vile sandals full of 
tacks to tear my Johnny’s feet?” 

“Q Woman,” boomed a deep bass 
voice, “spare thy poison till I have laid 
twenty lashes with this barbed wire 
whip upon the back of this racketeer, 
Badak Tor. From me and my whip 
shall he learn that Crime Never Pays! 

“Never have I bought from Mustah 
Ben Fair shoes with soles of paper such 
as these. I swear when they are wet 
these sandals do shed their soles even 
as a cat doth shed his fur in the 
springtime. 

“See this bucket, stranger? It shall 
catch the blood of this high-binder as 
it drippeth from the wounds my 
scourge shall tear! He shall wish he 
were born a dog for no man treateth a 
dog as I shall treat him. Blood! Ah, 
I shall catch me a bucket of sweet 
warm blood!” 

“Something telleth me ’tis time to 
scram,” thought the crafty Badak Tor 
to himself, “before I am put on the 
spot by the Citizens’ Protective Alli- 
ance and the Better Business Bureau.” 

But as he turned to sneak away he 
stumbled upon a wretched woman 
seated upon the ground, moaning aloud 
as she rocked back and forth, “Oh my 








poor metatarsals! Oh my poor meta- 
tarsals! And he told me these were 
a combination last! Wait till my 
husband gets home from the barber 
shop—” 

Vv. 


Now thoroughly afrighted, Badak 
Tor tarried no longer. Leaping astride 
the swiftest camel in his garage he 
taunted the multitude with sarcastic 
wise cracks, 

“O fools, why stand ye here crying 
for justice where there is no justice?” 

“But look at these crumby shoes! 
They are fierce and, by the Statue of 
Liberty, I want my do re mi back!” 
said one. 

“Thy mother must have dropped thee 
on thy head when a child,” sneered 
Badak Tor from under his mantle. 
‘Verily if a guy is crooked enough to 
sell junk like that he is also crooked 
enough to keep thy dough once he get- 
teth it in his cash register. Righto?” 

“But.” cried the multitude, “did he 
not guarantee these shoes to be equal 
to those we have been buying from 
Mustah Ben Fair and his son Heezo 
Kay? Was not his motto, ‘The Best 
for Less!’?” 

“Nerts, sez I,” razzed the heartless 
Badak. “The least-baked nit-wit among 
you should know by now that a guaran- 
tee is worth not one whit more than 
the man who maketh it. Ha ha.... 
guarantee .... horsefeathers! 

“Listen to me, ye people! Ever since 
Eve tempted Adam with applesauce 
have crooks like Badak Tor tempted 
the people with applesauce. They cry 
aloud ‘Sensational Bargains!’ ‘Why 
Pay More?’ and all that line of hooey. 

“And even as Adam bit, so do all of 
Adam’s children bite. Though they be 
stung a thousand times they learn not 
that sandals worth six sacks of dates 
cannot be sold for three sacks.” 

“How come thou knowest so much, 
O loud mouthed one?” spoke up the 
peevish plumber. 

“Thou shalt see, my friend, for I am 
now about to sign off,” taunted Badak 
Tor from his saddle. Then with a 
great flourish he tore his mantle down 
from off his face and all the people, 
seeing his marvellous mustachio, knew 
this bozo was none other than the 
slicker, Badak Tor, whom they sought. 

“Help! Murder! Police! Mob him!” 
cried the multitude as they flung many 
sticks and stones in great fury. 

But Badak Tor laughed as he whis- 
pered to his camel, “Git up, Napoleon, 
it looks like rain.” Down the pike he 
fled pronto, and the people could not 
pursue for their feet were in such 
terrible shape. 

Then straightway, as one man, the 
multitude fell on their faces three 
times toward Mecca, swearing with a 


loud voice, “Never again! Never again! 
Never again!” 

And with one accord they rose and 
shouted to Wotta Bey Bee, “Thy lover 
is saved, O Wotta Bey Bee, for hence- 
forth and forevermore we shall buy 
our shoes only from Mustah Ben Fair 
and his son Heezo Kay. 

“Verily we have learned Quality is 
Economy, Selah.” 





To Form Local Trade Councils 


WASHINGTON, D. C.—Shoe retailers 
who are subject to the general retail 
code are expected by the National Re- 
covery Administration to take an in- 
terest in organization of local retail 
trade councils which will act as courts 
of primary jurisdiction in every local 
retail trading area, except those in 
towns under 2500 which, of course, will 
not be affected. 

Preliminary regulations governing 
the organization and operation of the 
local councils have been made public by 
NRA, with the expectation that local 
retail trade councils will be organized 
immediately throughout the country. If 
no local council is organized by Jan. 
1, the NRA or the National Retail 
Trade Council will undertake to set up 
che organization. 

Local retail trade councils will be 
made up of one or more representatives 
from each of the divisions of retail 
trade, or as many as are represented 
by stores in each trade area. Conse- 
guently, shoe retailers will have repre- 
sentation on the local council. Each 
retail division will have but one vote 
in matters coming before the council, 
regardless of the number of represen- 
tatives it may have on the council. 

Representatives of the various retail 
trade divisions will be “fairly elected,” 
according to the instructions, or ap- 
pointed for a term of one year or until 
their successors are named. Elections 
or appointments will be by any method 
satisfactory to the retail trades. 

Retail trade councils are to be form- 
ed in every “natural trading area’’ con- 
taining stores governed by the code. 
The instructions state that it is expect- 
ed that there will be local councils in 
all metropolitan districts as defined in 
the 1930 census and in all trading cen- 
ters of over 2500 population outside 
those districts. 

Initiative in organizing the local re- 
tail trade councils should be taken by 
the local merchants’ association, retail 
division of the Chamber of Commerce, 
or any other existing organization of 
retail trades. If there is no such or- 
ganization, or if the existing organiza- 
tion fails to take prompt action, indi- 
vidual retailers may unite in whatever 
manner may be most convenient for the 
purpose of creating a local retail trade 
council. 

In the preliminary instructions, the 
National Retail Trade Council made it 
emphatic that the local councils are to 
be in no sense prosecuting agencies. 
Their function is that of securing com- 
pliance with the code through “explan- 








ation, conference, and adjustment.” 
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THE ARISTOCRAT OF FLEXIBILITY 
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This modern shoe, distinguished 
for grace and flexibility, is made on 


standard U/C equipment. 


The insole can be 


FULL or SKELETON 


(for added flexibility). 


The outsole may be attached by chain 


stitch, lock stitch, or by cement. 


r- : 
a- 
li- 





UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 


When writing advertisers please mention Boot and Shoe Recorder 








40 


Ring in the Gay New Evening 
Fashions 


[CONTINUED FROM PAGE 17] 


play second fiddle. They can be first 
violins all the time! 

Miller’s idea of making slippers ex- 
citing is to make them in the gay 
mosaics of color. In dyeable satins and 
crepe in much the same manner as the 
multi-color suedes of last Winter. Im- 
agine olive green, orange, slate blue 
and grape purple in one shoe! Quite, 
quite mad and terribly smart! There 
is a secondary argument, of economy, 
too, in the multi-color slipper to the 
woman who must still hold on to her 
dollars. Such a slipper, of course, can 
be worn with several dresses, 

* * ae 


A most significant sign of the times 
is the opening of the new Slater store 
on Fifty-sixth Street and Madison Ave- 
nue. Window displays and the promo- 
tion program in general for the Win- 
ter season will be entirely devoted to 
evening business. 

We haven’t seen so many really origi- 
nal and interesting evening slippers in 
years as the New York shops are show- 
ing this year. And the Slater collec- 
tion is no exception. Take a slipper 
with an open-work vamp of criss-cross 
silver soutache, with tiny rhinestones 
caught in its meshes, like dewdrops in 
a cobweb. Or open-toe, braided gold 
and silver cord sandals, shown with 
stockings made like mitts to let the toes 
through and show the tinted toe nails. 
Or a slipper with a forepart of twisted 
satin and soft folds of material, worked 
like the bow neckline of a Vionnet dress, 
if you know what we mean. And so on 
and so on—an all-star cast of evening 
slippers! 

The general fashion story in mate- 
rials and patterns is this: Colors of the 
evening scheme are unusual. Black is 
at its best in dinner costumes and white 
is no longer the leading choice in eve- 
ning dresses. Many deep, dark shades, 
like wine color and Patou’s famous 
blackberry shade. Many intense col- 
ors of Chinese persuasion — bright 
greens, reds and blues. Fewer pastels, 
on the whole, with colors in these 
lighter ranges choosing exotic off 
shades. Slipper colors take their cue 
from this unusual palette in clothes. 
And slippers combining several exotic 
colors have the new look. 

Dyeables are still far away in the 
lead, with combinations of satin and 
crepe the best. A few velvets. A lit- 
tle activity again in paisley brocades. In 
evening leathers, high-colored kid 
suedes are still in the picture. (Vida 
Moore’s custom salon is featuring silk 
kid with patent trimmings.) Newer 
and better than all-over metallic kid- 
skin slippers is the unusual use of gold 
and silver in braided and corded effects, 





| in stitched designs, and, newest of all, 
| in narrow Medici braid laid on fabric. 

These intricately stripped, braided 
and corded effects are a reflection, un- 
doubtedly, of the necklines of new 
dresses, which have all sorts of pic- 
turesque strappings for decolletage— 
halter necklines and criss-cross straps. 

The sandal pump is excellent, par- 
ticularly for dinner wear. Sandals are 
still very open in the main, but every 
shop is showing special patterns for 
the woman who likes more support. 
These shoes are not just conservative 
shoes. They have real originality in 
their designs, as, for instance, in a Cam- 
meyer slipper with sections made like 
the petals of a flower, caught with a 
twisted T-strap. 

There is one missing link in the Fifth 
Avenue Fashion picture which sur- 
prises us. And that is the lack of pro- 
motion of dinner slippers. The seated 
figure in our sketches wears a costume 
thoroughly typical of this repeal sea- 
son. A costume for hotel and dining 
out—no longer to be called a speak- 
easy dress! It’s a long-sleeved gown 
with back decolletage. Or a dress with 
a jacket, worn with a little dinner hat. 
Usually it is black, or one of the new 
dark colors. And it takes an informal 
slipper. Delman is one of the smart 
shops who have done well with simple 
satin sandals to go with this type of 
dress. Cammeyer have a successful satin 
pump (illustrated) with a plume de- 
sign that can be tinted to tie in with 
the costume. But, on the whole, there 
seems to be a scarcity of this type of 
shoe. As the season progresses that 
scarcity, we believe, will be felt. 

So when you are taking stock of 
your evening shoes remember the 
woman who dines informally. There 
are two sides to the evening picture— 
to go with the black ties and the white 
ties of escorts. And both of them— 
this year—mean business to shoe stores. 





Sees Custom Toe Trend 


WASHINGTON, D. C.—Gilbert Hahn 
of the Hahn Shoe Stores sums up the 
new men’s shoe situation in these 
words: “College men and well-dressed 
business and professional people show 
a decided trend for customs type last 
instead of the broad toes. In this same 
connection the heavier types of leather 
such as Norwegian grains are used. 
Shoes with center punching on the tips 
are very popular. Also, the narrow 
toe in the lighter weight customs ef- 
fects that can best be brought out in 
the better types of shoemaking. This 
is the first year in quite some time that 
we see any decided action in the Nor- 
wegian grain shoe.” 
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Uses P.M. System 


Worcester, Mass.—Slow-movers are 
kept on the turn at the Denholm & 
McKay Co., department store, by a 
P.M. system on which salesmen receive 
a bonus of 25 cents a pair for each 
sale. Upon making such a sale the 
salesman reports it to F. D. Snyder, 
assistant buyer, who in turn notifies 
the cashier and the bonus fee is checked 
to that salesman’s account. 

A somewhat similar system is in use 
at the C. T. Sherer Co., where shoe 
stock is marked with one or two red 
stars, the former carrying a 25-cent 
sales bonus and the latter a 50-cent fee. 
Not only are slow-movers placed in 
these classifications, but odd lots of 
footwear and any shoes which have 
been slightly scratched on the soles. 
W. N. Bushey, buyer and department 
manager, finds this method keeps all 
stock moving and allows them to take 
only two yearly mark-downs. 





Develops Three Good Sellers 


PROVIDENCE, R. I.—A recent mailing 
piece sent out by Gladding’s, Inc., shoe 
department in the interests of Fall and 
Winter shoes furnished a good barom- 
eter of the most popular styles of the 
eight models featured. Emmet Smol- 
lins, buyer and department manager, 
reports the three best sellers of the 
group included a four-eyelet tie of kid 
or suede in black or brown generously 
trimmed with genuine Calcutta lizard; 
a “tear-drop” four-eyelet tie in Indies 
brown or black kid with underlaid per- 
foration and ziz-zag stitching, and a 
four-eyelet tie in black or brown suede 
with toe and heel of calfskin. The 
second-named model was also available 
in a new gray suede. 


Men’s Good Hose Number 


WASHINGTON, D. C.—Mrs. E. I. 
Pote, men’s and ladies’ hose buyer for 
the Hahn company, says the following 
concerning men’s hose: “The Argles 
pattern seem to be more popular late- 
ly; in fact, they are very good. A 
little better grade of hosiery are sell- 
ing better, which indicates that people 
are buying a little better merchandise 
than before, at least where men’s hose 
is concerned. 

“For the coming Christmas holidays 
we are buying fancy wools, novelty 
wools and novelty lisle with clocks. We 
will also feature around the holidays 
men’s full-fashion novelty silk and lisle 
hose. Expectations are high for the 
holidays. Also, we are unable to fea- 
ture full-fashion men’s hose as cheaply 
as this coming holiday season.” 


The “Army” Shoe 


Boston, Mass.—Jordan offered the 
“Army” shoe (feminine) for the West 
Point-Harvard game. It’s an oxford 
of Army tan calf cut in military pat- 
tern, and a creased vamp gives it an 
extra snap—it’s made over a modified 
Army last, with a welted sole of Army 
weight leather, and it carries a leather 
heel of military height and cut. 
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And Now for the 
Christmas Trade 
[CONTINUED FROM PAGE 23] 


somewhat too practical and personal to 
be promoted for Christmas on an ex- 
tensive scale. We are of the opinion 
that this viewpoint is more a matter of 
habit than of logic, and that the store 
that really sets out to make the public 
shoe conscious at holiday time can add 
materially to its shoe volume during 
the month of December. This is par- 
ticularly true of such types of shoes 
as evening slippers, which make a 
colorful and appealing gift for the 
young woman, riding boots, that would 
be most acceptable to any man, woman 
or child who likes to ride, or such 
specialties as hunting boots, ski boots, 
galoshes and arctics. 

The store that sells juvenile foot- 
wear can appeal to any boy with high 
cuts, skates and skating shoes and 
footwear for Winter sports. These 
types of shoes have an equally strong 
appeal to girls who care for the out- 
door life. And many shoe stores do a 
good business around Christmas time 
in such auxiliary items as sweaters, 
snow suits, etc. 

One difficulty that has always con- 
fronted the shoe store in trying to pro- 
mote the sale of shoes for Christmas 
giving has been the size and fitting 
factor. A pair of shoes is just as 
logical a Christmas gift as many other 
articles of wearing apparel that are 
commonly given, but there is a feeling 
on the part of a great many people 
that the fitting problem is so important 
with shoes, and such a personal matter, 
that they hesitate to buy shoes as a 
gift. One good way to get around this 
difficulty is by the sale of shoe orders, 
which are simply gift certificates that 
entitle the recipient to go to the store 
and have a pair of shoes fitted to his 
or her individual satisfaction. The 
gift certificate idea has attained a con- 
siderable degree of popularity in some 
sections of the country, especially on 
the Pacific Coast, and while it may 
require some education of the gift buy- 
ing public, there is no reason why it 
should not be developed as a useful 
and profitable promotional stunt in any 
community or any store. 





Ralph Andary Opens 


MarTINS Ferry, OnH10—Ralph An- 
dary, who has been in the retail shoe 
business here for 15 years has opened 
the Little Shoe Shop on South Fourth 
Street. 


Adds Men’s Shoes 


BALTIMORE, Mp.—Becker’s men’s 
shop at 3104 Greenmount Avenue, has 
become an addition to the retail out- 
lets for men’s shoes by opening a men’s 
shoe section in which is being featured 
Nunn-Bush shoes for men, exclusively. 

















NATIONAL 
BOOT AND SHOE 
MANUFACTURERS 
ASSOCIATION 


NATIONAL 
Miist-t1| SEASONAL OPENING|E 
Welt] HOTEL COMMODORE 

NEW YORK CITY 


—and a cordial one-to visit the rooms of the 
Ault - Williamson and Ault - Shackford 
Shoe Companies, makers of Constant Com- 
fort, Ye Olde Tyme Comfort and Air- 
Tred Shoes. 


e 
Every shoe merchant interested in popular 
price women’s quality shoes will find it ad- 
vantageous to at least look over the new 
1934 Lines of these two concerns. 

@ 


Also on display at the 
Hotel New Yorker 








TRADE MARK REG US PAT OFF. 


Smart Simplicity You Walk on a 
Shoes Cushion of cAir 


WILLIAMSON 
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The 


LOCKSTITCH 


seam for Sole Attaching is the seam of 
quality. It has stood the test of time. 
There are two outstanding lockstitch 


seams now in use on modern footwear. 


nant! 

















1 The GOODYEAR LOCKSTITCH 


GOODYEAR OUTSOLE RAPID LOCKSTITCH 
MACHINE — MODEL O 









GOODYEAR 
LOCKSTITCH 







~~ = 


ST? | 


GOODYEAR attaches the sole to 


2 The LITTLEWAY LOCKSTITCH 


A/C SOLE STITCHING MACHINE 
— MODEL C 






‘ LITTLEWAY 
LOCKSTITCH 





aaa ein 2-0 


LITTLEWAY attaches the sole, upper 
and insole on the inside of the shoe 


the welt on the outside of the shoe 




















Dot 


LOCKSTITCH SEAMS are flexible and 
will hold securely all types of soles 
commonly used on footwear 


UNITED SHOE MACHINERY CORPORATION 
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NATIONAL NEWS 








» HOW’S BUSINESS 4 





Shoe Production 16.9 Ahead 


WASHINGTON, D. C.—Statistics on 
the production of boots, shoes and slip- 
pers, other than rubber for September, 
1933, as reported to the Bureau of the 
Census by 1080 factories show a gain 
of 16.9 per cent for the first 10 months 





PRODUCTION OF BOOTS, SHOES, AND 
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of this year, as compared with last 
year. A total of 274,788,592 pairs were 
produced during this period this year 
against 234,975,349 pairs for 1932. In 
round figures the gain for the month of 
September, alone, amounted to 3,000,- 
000 pairs. 

So far this year the following pairage 
gains have been tabulated: Men’s, 17.2; 
women’s, 16.1; boys’ and youths’, 20.9; 
misses’ and children’s, 1.9 per cent. 

All States show gains for the year 
in pairs of shoes manufactured when 
compared with a year azo. The fol- 


lowing table shows the exact gain in 
each State: 
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EVERY WEEK 

















Per Cent 

United States ............... 16.9 
DIM a cr Oe eke ewandeesleds 23.7 
ID aoa a accu: 4 hdc oo via be ieee 14.3 
Massachusetts .............005. 4.3 
EMMI SoC crcl oc ay aor aide. e-aievecenie eer 21.2 
New Hampshire ............... 3.5 
NGM M ORME so. c Cece datceeee wows 19.4 
OUI oso od a 6-0 a Rwneees news 27.1 
POMNSYIVENIA. «0.65660 ceccveccts es 23.3 
WHQUIBITI o. 5 oiaicio'n c calcd ce wae ones 28.6 
PAU ORDO. 6.6. ibd cwiskcls bee wees es 32.8 





Leather Market Active 


Boston, Mass.—Considerably more 
activity has been manifest in the upper 
leather market during the first ten 
days of November than was the case 
during a rather dull October. Partly 
as a result of this increased demand 
and partly because the hide market is 
stronger and more active, the American 
Hide and Leather Company has in- 
creased by 1 cent a foot its price on 
men’s weight of calf. Light weight 





DATES TO REMEMBER 


30th Annual Convention, National Boot and 
Shoe Manufacturers Association, Hotel 
Commodore, New York....... December 4 

National Season Opening, Hotel Commodore, 


Nee NOG cc. cccananeeves December 5-8 
Christmas .......... .........December 25 
New Year’s Day............. January 1, 1934 


National Shoe Retailers Annual Convention 
i Jan. 8, 9. 10, 1934 
National Shoe Travelers Assn., 23d Annual 
Convention, Hotel Statler, St. Louis, 
Jan. 11-12, 1934 
Semi-Annual Shoe Fair and Style Show, 
Alexandria Hotel, Los Angeles. .Jan. 15-16-17 
Middle Atlantic Shoe Retailers Association, 
20th Meeting and Exhibition, Hotel 
Adelphia, Philadelphia. .Jan. 22, 23, 24, 1934 
Northwestern Shoe Retailers Rezional Asso- 
ciation at Sioux City..... Feb. 5, 6, 7, 1934 
Indiana: Shoe Buyers Eleventh Annual Con- 


vention. Claypool Hotel, Indianapolis, 
ee ae Feb. 4, 5, 6, 1934 
ey or: eee April 1, 1934 














calf and side leather have not been 
advanced. 

The Boston News Bureau reports 
that one large shoe manufacturer has 
placed orders for 1,000,000 feet of calf- 
skin. 


Unusual Fall Trade 


Houston, Tex.—Unusual shoe sales 
during October, is the report of shoe 
managers, in both exclusive shoe stores 
and department stores; in fact, the best 
sales in several years are recorded from 
the beginning of the showing of Fall 
styles early in September, it is de- 
clared. Better shoes are also in de- 
mand, regardless of the lower prices on 
certain quality of shoes, women of 
moderate means are buying the better 
shoes, as well as men. 

E. G. Moser, owner and manager of 
the shoe departments, both in the up- 
stairs and downstairs stores at Levy’s 
called attention to this fact. In the 
upstairs department. Mr. Moser de- 
clared, the better priced shoes had kept 
pace with his more moderately priced 
shoes, which range from $6.50, with 
$13.50 a popular price for the dress 
shoes. 








New England Production 


BostoN—Figures compiled by the 
Boston Federal Reserve Bank show 
that, while New England’s shoe produc- 
tion for the first nine months of this 
year largely exceeded the total produc- 
tion for the same period last year, pro- 
duction in the third quarter (July, 
August and September) did not make 
quite such a favorable showing. 

Production for the entire nine-months 
period was almost 94,000,000 pairs, bet- 
ter than in 1931 and 1932 and compar- 
ing favorably even with 1929 and 1930. 

The September production of ap- 
proximately 10,000,000 pairs, however, 
was 15.9 per cent below August produc- 
tion and 15.7 per cent below the produc- 
tion during September of last year. 
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Brockton Dispute Ends 


Brockton, Mass.—With the return 
of approximately 1,000 employes of the 
W. L. Douglas Company to their 
benches, the final dispute between fac- 
tory owner and worker which affected 
the majority of South Shore factories 
for a period of eight weeks, came to an 
end and an apparent victory for the 
newly formed union of shoe workers in 
the district. 

Pending the outcome of an election 
between loyal workers and the rehired 
employes to be supervised by national 
labor board executives, to vote on the 
ratification or rejection of the old union 
agreement which officials of the Doug- 
las Company held legal, the latter 
though willing to abide by this decision 
contend the ruling which returns the 
striking employees to their benches is 
illegal. 

Practically every factory in the 
district will soon find its workers en- 
rolled 100 per cent in the new Brother- 
hood of Shoe and Allied Craftsmen 
which supplants the Boot and Shoe 
Workers Union, for years a factor in 
eastern shoemaking. 





Slight Shoe Advance Cited 


SEATTLE, WasH.—Turrell’s pioneer 
shoe store of this city, known as “Foot- 
wear Counsellors since 1884,” draws 
comparison of present retail prices 
with old to show customers how slight 





are the advances under NRA for the 
quality footwear they have handled. 
Supported by such figures, Turrell’s 
informs its clientele that “The reason 
for the slight advance in quality shoes 
is simple; specialists who have been 
producing better shoes have always 
paid ‘living wages’ and will not be re- 
quired to make increases or shorten 
hours. Turrell’s will always adhere to 
the policy of selling better quality foot- 
wear at modest prices.” : 





New Labor Price Lists 


Boston, Mass.—The State Board of 
Arbitration has reported new price 
lists, effective Nov. 6, for 40 factories, 
employing 16,000 workers in Boston, 
Chelsea and Lynn. The new lists main- 
tain the 20 per cent increase which was 
granted last August, after a confer- 
ence between manufacturers, union 
agents and Miss Frances Perkins, sec- 
retary of the U. S. Department of 
Labor. 

The new lists are based on $4 shoes 
(retail) and graded down for $3 shoes 
and up for $5 and $6 shoes. 





Macfarlane, Curtis Sales Mgr. 


Marweoro, Mass.—James P. Mac- 
farlane, widely known executive and 
for years one of the industry’s leading 
sales executives has become sales and 
advertising manager of the Curtis Shoe 
Company, Marlboro, according to an 


Boot AND SHOE RECORDER 
combining THE SHOE RETAILER, Nov. 18, 1933 


announcement issued by President 
John Curtis, last week. 

Mr. Macfarlane, who needs no in- 
troduction to retailers and buyers was 
for many years general sales manager 
of the Rice & Hutchins Company, Bos- 
ton, and prior to assuming this execu- 
tive position at Boston, established an 
enviable reputation as general sales 
supervisor in the Baltimore and Phila- 
delphia agency of the nationally known 
makers of Educator shoes. 

With the development by the Curtis 
Company of its new Velvet-Tred and 
Sup-L-Tred lines in recent months it 
became necessary to seek an executive 
to direct the national promotion of 
these lines and in the opinion of Presi- 
dent Curtis, no better selection could 
be made than the appointment of Mr. 
Macfarlane. 





Rochester Retailers’ Outing 


RocHESTER, N. Y.—Although the 
winter membership drive and the shoe 
code were major topics of discussion, 
clams and chicken occupied as great a 
place on the day’s program for mem- 
bers of the Rochester Retail Shoe Deal- 
ers’ Association at their annual Fall 
outing at Lake Ontario. President 
Don J. Burke presided at the discus- 
sion. George D. Kalb was chairman of 
the committee on arrangements. He 
was assisted by Allen B. Draper, Fred 
L. Myers and Charles Walzer. Friends 
in the manufacturing and wholesale 
trades were invited. 








ONLY 


Other Hotels under 
Ralph Hitz direction: 


THE RITZ-CARLTON 
Atlantic City 


THE BOOK-CADILLAC 
Detroit 
NETHERLAND PLAZA 
Cincinnati 


HOTEL VAN CLEVE 
Dayton 








A DAY! 


Just imagine! You can stop at this smart new 
hotel for as little as $3 a day for one person, $4 
a day for two. Other rooms at $4, $5 and $6. 
Suites $10 for either one or two persons. 
Restaurant prices are economical too—4 
different restaurants with dinner and supper 
dancing nightly e The Lexington is located 
conveniently in the Grand Central district, 
with quick access to trains, theatres, shops 
and business centers. Try the Hotel Lex- 
ington the next time you’re in New York. 


HOTEL LEXINGTON 


48TH STREET AT LEXINGTON AVE - NEW YORK 
Directed by Ralph Hitz - Charles E. Rochester, Manager 
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FAIRY 
FULL 


FORM 






samples to best advantage. 


WE 
MAKE 
FORMS 


FOR MANUFACTURERS, TOO 


Fairy Forms are in reality inexpensive shoe lasts, as they 
are moulded to fit your shoes precisely, and show your 
More than 700 shoe manufac- 
turers have used Fairy Forms as an aid in selling shoes. 
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FAIRY 
THREE-QUARTER 


FORM 








COMPLETE We illustrate here a few of the many styles we produce. ASK US TO 
ILLUSTRATED Whatever your form problem we can assist you in solving it. SOLVE YOUR 
FOLDER ON SHOE FORM CO. . . . AUBURN, N. Y. SAMPLE FORM 

REQUEST PROBLEM 








fairy Lorms 


ae 


FLEX-TO-FIT 
FAIRY LASTS 








Benjamin P. Chase and Solon J. 
Stone Auto Crash Victims 


ROCHESTER, N. Y.—Benjamin P. 
Chase, 27 years old, son of Harry A. 
Chase, Rochester manager for the Shoe 
and Leather Reporter of Boston, and 
Solon J. Stone, 55, chief engineer for 
the John W. Cowper Construction Com- 
pany of Buffalo, were fatally injured 
Sunday, Nov. 5, when an automobile 
driven by Mr. Stone was struck by a 
heavy truck on the Buffalo road a short 
distance west of the city. Stone died 
before medical aid could reach him, and 
Mr. Chase was taken to St. Mary’s Hos- 
pital, Rochester, where his death oc- 
curred Sunday night. 

Mr. Stone was a brother of James 
H. Stone, former manager of the Na- 
tional Shoe Retailers Association and 
former head of The Shoe Retailer Com- 
pany of Boston, of which Harry A. 
Chase was vice-president. Benjamin 
Chase was employed by K. W. Watters 
& Son, Inc., retail shoe firm of Buffalo. 
They were on their way to Rochester, 
accompanied by Mrs. Mary Stone, wife 
of the Buffalo engineer, who was also 
injured. 

Following an investigation by Cor- 
oner Richard A. Leonardo, the driver 
of the truck, William O’Hare, of Buf- 
falo, was charged with second degree 
manslaughter. It is said that he turned 
out of the aisle of traffic to avoid hit- 
ting a car ahead of him when the latter 
slowed down to make a right turn. In 





so doing he struck Stone’s machine on 
the left side, driving it back 30 feet 
into a ditch. 

Benjamin Chase was a classmate of 
Mr. Stone’s son, Solon J. Stone, Jr., 
at Virginia Military Institute several 
years ago. Besides his father and 
mother, he leaves a sister, Mrs. Wilbur 
G. Woodams of Crescent Beach, and 
two brothers, John H. and David W. 
Chase, both of Rochester. Funeral ser- 
vices were held at St. Paul’s Episcopal 
Church and burial was in Mt. Hope 
Cemetery. 


On World-Wide Trip 


Boston, Mass.—M. J. (Archie) Kap- 
lan, of the Colonial Tanning Company, 
accompanied by Mrs. Kaplan, left re- 
cently on a round-the-world business 
trip which it is expected will include 
about thirty different countries and 
will take eight to ten months. 

Mr. and Mrs. Kaplan sailed on the 
S.S. “Conte di Savoia” for Genoa, from 
which point they intend to cover most 
of the countries of Europe, where Mr. 
Kaplan will call on the various repre- 
sentatives and customers of his firm. 

They will proceed to the Near East 
and the Far East, leaving for this 
country from the Philippine Islands. 

The Colonial Tanning Company is 
already doing a very large export busi- 
ness with more than fifty different 
foreign countries, but it is expected that 
Mr. Kaplan’s trip will result in the 











opening of many new markets for their 
Black and Colored Patent leather. 





Orthopedic Shoes Sales Meeting 


New York, N. Y.—The semi-annual 
sales meeting of Orthopedic Shoes, 
Inc., held at the Portsmouth, Ohio, fac- 
tory, was a most cheerful one due in a 
large measure to the very successful 
sales report made covering the present 
season’s operations. 

The samples for the Spring season 
on all four lines of shoes were gone 
over, and each salesman was given his 
Spring line for the road. These men 
left with a high degree of optimism, as 
they all felt that they have the finest 
line of shoes for Spring that they have 
had in many years. 

Present at the meeting were T. B. 
Wright, president, H. C. Segur, sales 
manager, Walter S. Foley, president of 
Orthopedic Shoe Stores Co., Inc., David 
Thomas, advertising representative, 
L. E. Moody, Eastern sales representa- 
tive, Al Wiskochil, Southwestern sales 
representative, Will O. Pryor, West 
Coast representative, A. B. Siegel, J. 
F. Murphy, sales representatives, and 
L. B. Emerson, advertising manager. 





Sam Bailey Moves 


MiAMI, FLta.—Sam Bailey, one of the 
best known men in the shoe business in 
Miami, has opened a new shop at 202 
E. Flagler Street. 
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Stock Control Should Stress Sivne 


[CONTINUED FROM PAGE 21] 


for promotions. The left over mer- 
chandise from promotions plus odds 
and ends of steady regular stock means 
a double reduction and loss. 

Although promotions give and make 
larger volume figures it materially ef- 
fects gross profits because of more 
mark-downs added through over-bought 
promotional merchandise. 

A store operating on a steady busi- 
ness, adding only sizes and needed 
merchandise during the season, with 
a clearance at the end, has had a more 
profitable season. 

Returning to my former study with 
the explanation given on sales promo- 
tion, I can say that by using odds and 
ends and slow merchandise and not 
buying new to make more before the 
stock is clean, has kept us right in 
line with a stock always “open to buy.” 
By this I mean the opportunity to be 
able to get and show new merchandise 
when timely, bearing the seasonal de- 
mand in mind. 

The keeping of this size record does 
not stop alone in ladies’ footwear as we 
apply it to boys, growing girls, chil- 
dren’s and slippers. Our continuous 
record of merchandise movement shows 
us the shoes on a basis of turn-over 
and mark-up. As we know what per- 
centage of sizes 5% to 8 in children’s 
is selling in comparison to 12% to 3 or 
a size and type selling in boy’s to grow- 
ing girl’s. With our weekly report the 
sales in pairs is multiplied by 52 weeks 
and divided by the ending inventory 
giving us the turnover rate weekly. 

We must give consideration to our 
price lines, that is, that there be a dif- 
ference between prices, and yet not 
too much that a higher price model 
couldn’t be substituted for want of a 
size in a little less expensive pattern. 
In order that sizes sufficient to meet the 
requirements of our customers may be 
carried, it is necessary to purchase ac- 
cordingly. This means careful study 
of past experiences and close watch on 
new percentages. 

Sales records must not only be kept 
but studied and used. In no other way 
can assortment of styles be had in your 
best selling prices and help in reducing 
the total investment. If a store is to 
keep a range of sizes and patterns in 
each price there must be only two or 
three prices no more. That is, we have 
three with good quality and selling 
points combining our arch and novelty 
shoes, having the same prices in each 
group. 

Carry only types for your locality 
that are most likely best sellers. With 
a complete range of sizes in two or 
three prices a store is building up its 
business. 

If a customer should be lost to the 
department for want of a size, she is to 
all possibilities lost for good. That 


is, if your competitors win her by meet- 
ing her demand, plus service and satis- 





faction. It is a crime to lose a sale 
for want of a size when with our rec- 
ords show that it could have been 
saved as it would have been noticed in 
time to replenish the size needed. 

If any merchant has spent his budget 
in proportion to his prices selling, he 
can expect to increase sales and reduce 
the investment. By our percentage 
seale of selling prices we keep our 
investment low by buying what is sell- 
ing. That is, if by our report any one 
price is under-bought, that is where 
our money is spent. 

It is best that on the face of rising 
prices that right now is the time to 
eliminate in-between prices and estab- 
lish not more than three. That is, with 
the exception of the clearance period 
at the end of the season. We must in 





retailing adhere to quality, fit, and 
service to maintain a steady flow of 
regular customers. The old manner 
of merchandising was to get volume by 
promotions and loading the store down 
with odds and ends, thus making large 
losses through reductions. 

We have found that the size opera- 
tion is kept in harmony with shifts in 
customer’s demands for different styles 
through the help and cooperation of 
factory and salesman to the extent of 
regular visits to show us needed styles 
in in-stock merchandise. With the in- 
formation as to how any given style is 
selling plus how old it is means the 
savings of a heavy markdown. I will 
repeat as of my previous article that 
other retailers who have been maintain- 
ing a stock turn-over still have end 
sizes to sell at reductions. This con- 
trol can very easily be established and 
on the face of rising prices it would 
be quite to the advantage for a buyer 
to know just where his money is tied 


up. 





In and About New York 


By ARCHIE ANDERSON 


New York—Continued cold weather 
like the past week should cause a de- 
cided change in business for the better. 
The month of October was “not so 
good,” as far as business around New 
York was concerned. All shoe men 
have been bemoaning the lack of cus- 
tomers, but now that the election is 
over and real Fall weather is here, the 
expectation is that people will loosen 
up their purse strings and buy. 

A number of shoe shops are running 
special promotions on suede shoes, but 
up until the past week the results have 
been negligible, with the possible ex- 
ception of Abraham and Straus in 
Brooklyn. This store, according to R. 
C. Weith, buyer of ladies’ shoes, is do- 
ing a nice business on suedes and suede 
combinations. 

Mr. Weith asserts that he has ap- 
proximately 600 styles of women’s 
shoes. Not all suedes, of course, but 
enough for anyone to be able to find 
suitable styles. Mr. Weith estimates 
that his department is doing about 
eighteen per cent better than a year 
ago, and he is very enthusiastic about 
his holiday business. He predicts a 
great year for slippers and he has an 
xtensive line of them. 

Samuel Stein, proprietor of the 
Helene Bootery at 24 Clinton Street in 
New York, tells a funny one that hap- 
pened in his store a couple of weeks 
ago. A lady customer who had bought 
a pair of black suede pumps at his 
place a few days previously returned 
them and claimed that the suede was 
defective and shiny. She left them with 
a salesman and came back later when 
Mr. Stein had returned. Meanwhile, 
Mr. Stein had gone to work on them 
with sand paper, but was unable to do 
anything with them. They still re- 





mained shiny and metallic looking. 
Through close questioning he was 
able to learn that they had been pol- 
ished. He then asked her what kind 
of polish the customer had used on the 


shoes. Her amazing reply was, “Stove 
polish — I always use that on my 
shoes.” 


Harry Ross, owner of the Betty Lee 
Shop at 312 West 125th Street in New 
York, insists that competition of the 
large chain stores is making it harder 
for the individual owner each year. He 
pointed out certain numbers which he 
had in his shop and asserted that they 
could be bought at a chain store for 
the price he had to pay from his job- 
ber. 

A number of the women’s shops 
around Times Square in New York 
complain that they are being used as 
rest and smoking rooms by the shop- 
pers of that section. Here’s how it is 
done: A woman comes into the store 
and asks to see a certain number taken 
from the window. Before the salesman 
can get it she asks for an ash tray. She 
‘hen proceeds to light a cigarette and 
look at shoes while having her smoke. 

When her cigarette is finished, she 
is also through looking at shoes. As a 
rule, they all have the same excuse— 
“T’ll be back later as I didn’t see any- 
thing that I liked. Thanks.” 

Now most of the shoe men don’t 
mind having women coming into sit 
down and rest while smoking, but they 
do object to taking up the salesmen’s 
time uselessly. One store manager sug- 
gests that all stores in that sector put 
up signs reading somehing like this: 
“Ladies, come in and sit down. Rest 
yourselves and smoke, if you wish, but 
if you do not want shoes, please say so 
and do not waste the salesmen’s time.” 
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He suffers 
from F.A. 


“F.A.” stands for FOOT 


AGONY _ suffered by 
thousands of men... 
and women too 


© Steady Repeat Sales 
© At Greater Profit Margin 


for 
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caused by wearing un- Send for 
comfortable shoes. Rohn Here is the most scientific advancement ever made in fine dress ROHN PLAN 
Nu-Matic Shoes elimi- shoes for men and women... a Nu-Matic Cushion inbuilt be- 

nate FOOT AGONY tween inner and outer sole, plus Nail-Less construction . . . gives Now! 


with Nu-Matic “Cush- 
toned” Shoes for every 
normal foot. 


you unusual sales advantages in a specialty shoe that is not com- 
petitive to any other shoes you now sell. 
backed by a unique advertising idea (Foot Agony) bring a new 
shoe opportunity to every alert shoe dealer. 
information now. 


Rohn Shoe Mfg. Co., 512 W. 


Milwaukee, Wis. 


Rohn Nu-Matic Cushioned 


These new features, 


Send for complete 


Florida St., 


Beautiful new 32-page 
booklet gives complete 
information relative to 
Rohn Nu-Matic Shoes 
for Men and Women 
Send for your copy 
now. 


Shoes 








TRADE LITERATURE 





Brown General Line Catalog Out 


Brown Shoe Company feels that their 
complete catalogs issued every six 
months have become too important a 
part of the company’s contact with its 
thousands of customers to miss even 
one issue. 

This season’s book, No. 73, was even 
more elaborate than most of their pre- 
vious books in that it included an eight- 
page, four-color lithographed section 
devoted entirely to house slippers for 
men, women and children. In this sec- 
tion as well as in other parts of the 
book Brown’s complete iine is referred 
to as the “Concentration Line.” 

The systematic arrangement of the 
illustrations by sections (men’s, wom- 
en’s, and children’s Brownbilt shoes) 
with the Tread Straight line opening 
each section, then by trade name of 
lines enables a retailer after having 
gone through the book once to find any 
section he wants quickly. The Buster 
Brown shoes are in a section to them- 
selves. The book consists of 128 pages 


and cover making a complete picture 
of the extensive instock lines of foot- 
wear, findings and fixtures carried by 
Brown. 

The policy of giving much informa- 
tion in their catalogs about the leath- 





ers, styles, lasts, types and construc- 


tion used by Brown shouid prove to be 
a source of great help to retailers in 
constructing their own advertising as 
well as developing their floor selling. 

The Brown Shoe Co., catalogs have 
always been held in high regard by the 
shoe industry, both manufacturing and 
retailing. The new Fall book hits a 
new note of perfection in display and 
helpfulness and is, to be sure, a credit 
to the industry. 





Spring Line Well Received 


WaAuSAU, WIs.—The Marathon Shoe 
Company announces its new “20th 
Anniversary Pied Piper line” for 
Spring, 1934, has been completed and 
is in the hands of its various rep- 
resentatives. 

The issuance of this line marks the 
conclusion of twenty years of concen- 
trated endeavor in the development, 
designing and building of juvenile 
footwear for the Marathon Shoe Com- 
pany. 


Talks to Shoe Fitters 


The Cavalier Corp. have been issu- 
ing from time to time four-page leaflets 
in the form of sales talks to the em- 
ployees of retail merchant customers. 

These talks are written in a breezy, 
peppy manner and are full of meat 
which would be well for anyone to di- 
gest. They are not distributed gen- 
erally, but customers supplying lists 











of their clerks have these mailed to 
their clerks personally. 

Some of the titles of the series are: 
“Who Are You Working For?”, “Be- 
come Your Own Customer,” “The 
Salesman’s Equipment,” “How to Start 


a Sale.” The whole is to complete an 
informal course ia constructive shoe 
salesmanship. 


It may be worth mention that there 
is no promoting of Cavalier products in 
the text, the only reference being an 
ad on the last page. 





Stacy-Adams’ Recent Catalog 


An attractive booklet has been issued 
by the Stacy-Adams people of Brock- 
ton. In showing their in-stock line they 
have relied upon photographs so that 
the shoes might be pictured as accu- 
rately as possible. 

With plenty of white space and the 
careful use of distinctive type, these 
aristocratic shoes are most adequately 
presented. 





Penney Buys Building 


Hoquiam, WASH.—The J. C. Penney 
Co. has purchased a prominent busi- 
ness district building of this Gray’s 
Harbor city, for $30,000. T. C. Finch 
is the store manager. Arriving on the 
Pacific Coast about the time of this 
purchase, J. C. Penney expressed his 
unbounded faith in the nation, and con- 
fidence in the continued growth of his 
company. 
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MEN’S FINE SHOE 
OLD COLONY SHOE CO. * aroceron 


NEW YORK e BOSTON 
Marbridge Bidg. 10 High St. 


“Tlettleton 


Shoes Now Retail $8.50 Up. 


A. E. NETTLETON CO. 
H. W. COOK, President 
Syracuse, N. Y. 
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WHERE TO BUY 
Spats 
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BOND STREET SPATS 
—Enjoy greatest demand 
because of many years 
consistent advertising in 
gational magazines and 
on radio networks. Pre 
ferred by most retailers 
because of public demand 


selection of fabrics, col 
ors and sizes. Write for 
samples and prices. The 
= jams = Manufacturing 
Co., Portsmouth, Ohlo 


BOND 
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Starts Berkeley Branch 


BERKELEY, CALIF.—Coles’ Shoe Store 
has opened a branch at 1819 Solano 
Avenue. This establishment promises 
to be one of the rapid-growing chains 
of the region. 

















WASHINGTON, D. C.—Wholesale com- 
modity prices remained unchanged dur- 
ing the past week according to an an- 
nouncement made today (Thursday) 
by the Bureau of Labor Statistics of 
the U. S. Department of Labor. The 
index number of the general level of 
wholesale commodity prices for the 
past week was 70.9 as compared with a 
like figure for the preceding week and 
70.4 for the week ending on October 
21. The index number for the week 
was 10 per cent above the average for 
the corresponding week of 1932, almost 
15 per cent higher than the index for 
the first week of the present year and 
19 per cent above the low point reached 
during the week of March 4 this year. 

Slightly weakening wholesale prices 


ALL COMMODITIES .......... 


REA ORIG 6.5 65165 oo sincasowaieiees 
MNES =o 1a ou 5 1a W0 8s Wise va 5.0/0 18ia)'0; Sei as 1076 9656 
Hides and leather products ...... ists 
GRUNGE POUUCUB | os ois: ee. ose <0 86.056 0100 
Fuel and lighting materials .......... 
Metals and metal products ........... 
POUUGINEINGUOLIOIS: 6:66 66:60:70 0.6000 6000s 
ASHCNTICEISIANG GLUON: o6.¢.6:0:5:0:06:5.00.0:0 0% 
Housefurnishing goods 
Miscellaneous 
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Kay Joins Convention Committee 


St. Louis, Mo.—Another important 
shoe man was added to the N.S.R.A. 
1934 St. Louis Convention Committee 
by Arthur E. Ebbs, chairman. I. M. 
Kay, president of Berland’s Shoe 
Stores, Inc., operating 43 stores, is the 
new member. : 

“I’m happy to be a part of the 
N.S.R.A. Convention,” said Mr. Kay. 
“Sharing the enthusiasm of the rest of 
the members of the committee, I know 
that the 1934 meeting will surpass pre- 
vious efforts in making the convention 
one of especial interest to merchants 
and operators of shoe stores every- 
where. 

“One _ significant fact which im- 
presses me forcibly is that every branch 
of shoe distribution is fully represented 
in this new aggressive N.S.R.A. spirit 
of complete unity. 

“Independent merchant, department 
stores and chain store groups all are 
planning for the common purpose of 
helping each other to make a profit in 
1934.’ 


Cincinnati’s French Shop 


CINCINNATI, OHI0o—The Lawton 
Company, one of the exclusive women’s 
wearing apparel shops in this city, has 
opened a very beautiful shoe depart- 
ment, featuring Delman shoes. 

S. Arnold of New York is manager. 
Arnold was with Delman for seven 
years and for the past three years was 





buyer for the House of Wenger in 








Oct.7 Oct.14 Oct. 21 
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HIDE AND LEATHER PRICES SHOW DECREASE 





of grains, livestock and cotton offset 
advancing prices of other farm prod- 
ucts, causing the farm products group, 
as a whole, to decline fractionally dur- 
ing the week. Manufactured foods re- 
mained at the level as for the previous 
week. Declining prices for pork and 
pork products were counterbalanced by 
strengthening market prices of cereal 
products and butter. Wholesale prices 
of hides and skins tended upward, 
while leather prices showed a weaken- 
ing in market quotations. The hide and 
leather products groups, as a whole, 
showed a minor decrease. The figures 
of this group as a whole indicate a 4.2 
decline for the past five weeks, having 
fallen from 91.8 for the week of Oct. 7 
to 87.6 for the week ending Nov. 4. 


Week Ending 

Oct.28 Nov. 4 
71.3 71.1 70.4 70.9 70.9 
57.5 56.7 54.2 55.6 55.5 
65.0 64.8 63.'7 64.2 64.2 
91.8 88.8 88.8 87.7 87.6 
76.2 76.3 76.1 


65.0 649 652 65.3 





Philadelphia, which also featured Del- 
man shoes. 

While with Delman Arnold did much 
exhibition work and also opened a new 
shop in Washington, D. C., for them 
the past year. 

The new Lawton shoe shop is one 
of the most artistic in the city. Deep 
cream walls and furniture with a black 
trim and a black rug on the floor make 
a most striking interior. 

The idea of the shop is to tie up 
shoe sales with dress sales. When a 
woman buys a gown shoes to match 
are suggested. The new shop, in fact, 
has had an extraordinary amount of 
business in the few weeks it has been 
open. 





Bids for Army Shoes 


WASHINGTON, D. C.—Bids for the 
making of 100,000 pairs of U. S. Army 
shoes will be received by the U. S. 
Quartermaster up to Nov. 21, and the 
call for bids requires that the shoes be 
made under code conditions of mater- 
rials made under the code, and, fur- 
thermore, the inspectors may have the 
power to pass on code conditions, espe- 
cially sanitary regulations, in work- 
rooms in which the shoes are made. 





Larry Lennox III 


“Larry” Lennox, who sold shoes out 
of Lynn for P. J. Harney and others, 
and later manufactured shoes, is now 
in the tuberculosis sanitarium in Mid- 
dletown, Mass., near Lynn. 
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<« ON THE SELLING END > 


News of the Travelers and Sales Activities 








Vitality Sales Conference 


St. Louis, Mo.—The Vitality Shoe 
Company has just held its semi-annual 
sales conference. The entire sales force 
of 17 road men came to St. Louis to 
receive the new line for Spring, and to 
get a new injection of pep from the 
sales and styling departments. C. L. 
Hein, sales manager, reports a very 
enthusiastic meeting and says he is con- 
fident the Spring season will be a good 
one. He points out that the line has 
been broadened by the addition of new 
types of patterns not heretofore in- 
cluded. Vitality plans for consumer 
advertising this coming season are not 
complete. However, it is reliably un- 
derstood that their promotional efforts 
will continue to expand. 

The sales volume for the season just 
closed, according to Mr. Hein, was 
highly satisfactory. Following is a list 
of Vitality salesmen and their respec- 
tive territories: 

J. R. Burriston, California; C. E. 
Goodrich, Intermountain States; R. C. 
Farrar, Missouri, Oklahoma, Kansas; 
J. W. Field, Southern States; W. J. 
Harney, Ohio; W. L. Jonakin, Virginia, 
West Virginia, Kentucky, Maryland; 
J. L. Locke, Southeast; J. G. Mazur, 
Illinois, Iowa; A. R. Moore, Wisconsin, 
Minnesota, North and South Dakota; 
Larry O’Connor, Eastern Pennsylvania; 
A. W. Shaw, New England; Harry 
Springgate, Indiana, Michigan; H. E. 
Summers, Western Pennsylvania; J. C. 
Thomas, New York State; A. K. 
Umphrey, Washington, Oregon, Utah; 
M. A. Weiss, New York City and New 
Jersey; C. K. Wheeler, Texas. 


Working With Salesmen 


Fred Small and Richard P. Boothby, 
vice-presidents of the Ault-Shackford 
Shoe Company, Auburn, Me., have 
left on a month’s selling trip during 
which they will cover practically all of 
the leading cities in the country. Much 
of their time will be spent in working 
with the Ault-Shackford salesmen in 
their various territories and in outlin- 
ing to Air-Tred customers the mer- 
chandising program which will be put 
behind this line during the coming 
year. 


Steele With Washington Co. 


Harold Steele, with the Washington 
Shoe Company, Lynn, Mass., was a re- 
cent visitor in Atlanta calling on old 
friends in the trade. Mr. Steele has 
recently gone “on the road” after years 
spent in the retail shoe business, in At- 
lanta, and recently with Burdine’s, in 
Miami, Fla. He was formerly secre- 








tary of the Southeastern Shoe Retail- 
ers’ Association, and is one of the best- 
known shoe men in the Southeast. 





Peterson Succeeds Dummuck 


The esprit de corps of the Florsheim 
organization had a fine example in the 
personality and genial cordial greeting 
which C. M. Dummuck for the past six 
years extended to all who entered the 
main office of the big Chicago factory. 
He died on Labor Day. His service 
with the company covered 33 years, 
most of which was as Coast representa- 
tive. 

A. L. Peterson succeeds Mr. Dum- 
muck as “greeter” and is well known to 
many in the trade, having been with 
the old Selz organization for 12 years, 
10 of which as salesman in Northern 
Indiana, after that 5 years with F. M. 
Hoyt covering the northwest, and dur- 
ing recent years with Florsheim. 





Waldron Returns to Road 


The many friends and retailers 
throughout the trade of Harold D. 
Waldron, well known representative of 
the Sherwood Shoe Co., Rochester, 
N. Y., will welcome the report of his 
recovery from a recent automobile ac- 
cident and his return to his territory 
about Nov. 15. Mr. Waldron who makes 
his home in Cleveland, covers Ohio and 
Western Pennsylvania for the Sher- 
wood Shoe Co. 





Shapiro Resigns from Godman 


B. M. Shapiro has resigned from the 
H. C. Godman Co. in order to associate 
himself with his son, Marvin H. 
Shapiro, of the Marvin H. Shapiro 
Shoe Co., Chicago, because of the con- 
templated expansion of the latter firm. 
Mr. Shapiro, Sr., was with the Godman 
Co. for 24 years. During the past four 
years he had charge of the Chicago 
branch and for the last year and a half 
was in charge of the Godman foreign 
operations and domestic sales in Chi- 
cago. 


Hugh McLeary Injured 


Friends of Hugh McLeary, popular 
representative in the Southeast for the 
J. S. & S. Shoe Company, will regret 
to learn that he is in a St. Louis hos- 
pital following an automobile accident 
sustained recently near Birmingham, 
Ala. He is reported, however, to be 
doing nicely and expects to be able to 
return to his territory in a few weeks. 





Solomon with Karelis 


Paul Solomon who formerly traveled 
for the National Shoe Co. is now rep- 
resenting the Karelis Shoe Co. of Hav- 
erhill, Mass., with the latter’s complete 
line of women’s novelty shoes. 
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GENUINE HAND TURNS 











<3 40 One 
~~ ° ‘A Good Turn 
Sells 
Another 
e 
Terms 
; Less 5% 
“LORINA” 30 Days 
S$11533A_ Black Suede 
Medium Round a Last 2 
20/8 Hee 
2%-9 AAA Cc 
DODGE, BLISS & PERRY ix: 


EWBURYPORT, MASS. ” 
“THE CORRECT DODGE. FOR ALL. OCCASIONS 











ORIGINAL 


Didi, 


FOR MEN 
j. P. SMITH SHOE CO. 
Chicago, Ill. 
Both lines carried in stock. 
FOR WOMEN 
THE JOHN EBBERTS SHOE CO., 
Buffalo, N. Y. 


Inc. 














GENUINE HAND TURNS 
$340 


One 
Good Turn 
Sells 
Another 






Terms 
Less 5% 
30 Days 


ENT” 
No. S11236A Black Suede 
Patent Leather Trim 


“CRESC 


No. $12236A Brown Suede 
Bronze Patent Leather Trim. Medium 
Round Toe Last. 20/8 Heel. 2%4-9 AAA-C. 


DODGE, BLISS & PERRY inc: 


BURYPORT, MASS. 
“THE CORRECT” DODGE FOR ALL OCCASIONS” 








FLEXIBILITY Becomes more 


necessary in shoes as the demand 
for higher cut style increases. 


¢ 


para BO Shoe 


is made by a pat- 
ent flexible proc- 
ess. The materi- 
als used are more 
pliable. 





Write for some of our testimonials. 


SHAFT-PIERCE SHOE CO. 


FARIBAULT, MINNESOTA 
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WHERE TO BUY 


Women's Shoes 


oOo OF Oe TET ee 


KUSH-IN-EZE 
HAND TURNED 
> FOOTWEAR 
IN STOCK 
No. 156 Black 
Kid $2.25 


~~ 








No. 40! Black 
Kid $1.75 





SEND FOR CATALOG 


VAUGHAN-TOWLE CO. 
WAKEFIELD, MASS. 
(Division of L. B. Evans’ Son Co.) 


6 6 8 ere 


WHERE TO BUY 


Children’s Footwear 


le er i i edi ee td 





MRS. DAY’S IDEAL BABY SHOES 
ps iatants’ Soft Seles...0-3 
id intermediates ........ 1-8 
Flexible Hard Soles. ..2-8 
Bond & In-8took 
‘atalog 





MRS. DAY'S IDEAL BABY 
SHOE CO 


Loeust St. Danvers. Mass 











BASS 
WEE~MOCS 
WRITE FOR FREE 











WHERE TO BUY 
Ballet Slippers 


— le ile elie et hel 








BALLET SLIPPERS 
IN STOCK 
Black Kid 
3600, Ist grade, $1.35 
$609, 2nd grade $1.20 
Brooks Shoe Mfg. Co. 
Swanson and Ritner Sts. 
Philadelphia, Pa. 








Worcester Store Closing 


WORCESTER, Mass. — The Worcester 
Boot Shop, Front Street, operated by 
Mr. Sjoberg, is staging a shoe sale 
prior to closing out the store. 








THE SELLING END 





Lippman With Moulton-Bartley 


G. E. Lippman, better known as 
“E,” has joined the sales force of Moul- 
ton-Bartley, Incorporated, Saint Louis. 
He will cover Missouri, Kansas, Ne- 
braska and northern Illinois. 





F. W. Johnson Recovered 


Frederick W. Johnson who has been 
laid up in the Goddard Hospital, Brock- 
ton, Mass., with a case of acute ap- 
pendicitis is now out and in good health 
again. Fred has been covering New 
England for the past few years but is 
now representing Thompson Bros. in 
the Southeast territory, from Washing- 
ton south, east of the Mississippi 
River. He is now out with his line 
and looks forward to a voluminous 
business. 





New York Sample Rooms 


Quite a few shoe sample rooms are 
being maintained in the building at 
200 Church St., New York City. Right 
now the following manufacturers and 
distributors have space there: Brooks 
Shoes Stores, Inc., New York, N. Y.; 
Brown Shoe Company, St. Louis, Mo.; 
Central Shoe Company, St. Louis, Mo.; 
Gale Shoe Mfg. Company, Manchester, 
N. H.; Harrison Shoe Company, Ever- 
ett, Mass.; Jewell Sales Company, New 
York, N. Y.; Theodore Kempe Shoe 
Corp., New York, N. Y.; A. S. Kreider 
& Company, Annville, Pa.; Jack Miller 
Shoe Corp., New York, N. Y.; Rogers 
Brothers Shoe Company, Boston, Mass.; 
Royal Shoe Company, Randolph, Mass. ; 
Styler Shoe Company, Boston, Mass.; 
A. G. Walton & Company, Boston, 
Mass.; Worthwhile Shoe Company, 
New York, N. Y. 





Karl Transfers Managers 


Tucson, ARIz.—M. Berkowitz, man- 
ager of the Karl Shoe Store here, is 
leaving for Los Angeles. J. Slavin will 
succeed Berkowitz to the local manager- 
ship coming from the Karl, Santa Ana, 
Calif., shoe store. The change is con- 
sidered a promotion for both managers. 





Desmond Steiger’s Buyer 


HarRtTForD, Conn.—Alfred F. Des- 
mond has recently been appointed buyer 
and manager of the women’s, misses’s 
and children’s shoe department of the 
Albert Steiger Co. He was formerly 
buyer in the Henry H. Tuttle Co., Bos- 
ton, and for L. P. Hollander Co., Bos- 
ton and New York. The Steiger Co. 
has just opened a new shoe salon fea- 
turing a complete line of women’s high 
grade shoes. Mr. Desmond with his 
long experience in merchandising shoes 
of this character, is getting immediate 
response to the store’s promotion of 
this new department. 
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To Open New Store 


KENNETT, Mo.—Kohn Brothers, 
operators of large dry goods stores at 
Kennett and Hayti, where I. Kohn 
established the business more than 30 
years ago, announce the opening of a 
third store at Caruthersville, which 
will occupy the new building recently 
completed by Eli Shamski. 

This store will be managed by Ben 
Topper, who has been manager of a 
store in Sikeston for the past few 
years, and who has the reputation of 
being a successful merchant. An en- 
tirely new stock of goods has been 
purchased for the new store. 

The Kohn Brothers enter the busi- 
ness field at Caruthersville as estab- 
lished merchants in that county, and 
their reputation for handling high 
quality, dependable merchandise in 
their other stores, should make it easy 
for them to build up a nice business in 
that city. A complete shoe stock will 
be carried in all stores. 





Streicher Consolidates Shops 


San Dieco, Cauir.—Ed and Harry 
Streicher, father and son, who have 
been conducting two family shoe stores 
here, one at 1026 Fifth Avenue, and 
one at 939 Fifth Avenue, are complet- 
ing the consolidation of the two stores 
in the latter location. 

The store at 1026 Fifth Avenue was 
established 15 years ago and is one of 
the well known, old reliable, family 
stores of the city. The second store 
was opened three years ago in a fine 
building owned by the firm. Offices and 
buying departments are on the second 
floor, while the complete lower floor is 
fitted for shop purposes. 





Opens Model Store 


BINGHAMTON, N. Y.—Alterations de- 
signed to give the establishment 6,600 
square feet of floor space and 50 feet 
of window display are under way at 
the big retail store operated by the 
Endicott-Johnson Corporation in this 
city. The new store will be equipped 
up to the last word in retail equipment 
and will contain, among other things, 
a nonglare skylight. 





Modern Shoe Store Moves 


New Lonpon, Conn.—The Modern 
Shoe Store, operated by Maurice Elion, 
has opened in its new quarters at 465 
Bank Street. The interior of the new 
store is decorated in a color scheme of 
green and cream. 





Comfort Line Featured 


ATLANTA, Ga.—W. Lloyd Ware has 
added the Dr. A. Reed Cushion Shoes 
to the lines carried by his department, 
which is located in the Daniell Broth- 
ers clothing store at the corner of 
Walton and Broad Streets. 
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WINDOW PROMOTIONS WHICH SELL SHOES 





New York, N. Y.—“Always have some good 
promotion in the windows” is the keynote of 
the remarkable sales showing being made by 
G. G. Boyle, manager of the French, Shriner & 
Urner, Madison Ave. store. The most recent 
window was one featuring men’s shoes made 
of genuine seal leather. Four sealskins and a 
baby seal (stuffed) were the eyecatchers. 


While this window was in, the other window 
had a center showing of cordovans. Boyle’s 
windows always have something timely. One 
he usually devotes to one theme. This may be 
riding boots, for Horse Show time, men’s ho- 
siery, or slippers for Christmas or dress shoes 
for the social season, so there is always a good 
strong sales message in these windows. 














>» WHAT’S SELLING ¢< 





Shelter Footwear Featured 


Cuicaco—Shelter footwear is a big 
item right now in the Young People’s 
Section at Marshall Field and Com- 
pany’s, according to the report here. 
A procession of little rubbers and ga- 
loshes “spilled out” on the floor remind 
shoppers passing through this depart- 
ment that if Fall comes Winter is sure 
to follow. Mothers and small patrons, 
too, are attracted by the display to in- 
spect the items and many sales result. 
Some very bad weather a week ago 
started the ball rolling. 

One of the most attractive new items 
this season is a smart looking little 
“pigskin” galosh. It has no strap at 
the top but is fastened by a hidden 
zipper and is fleece lined. Little 
leather tassels dangle from the top of 
the fastening. These bits are very at- 
tractive to children, it was said here, 
(and to mothers, too) and make many 
a sale for these neat little overshoes. 
They come in sizes for ages from two 
to ten. They sell at $3.50. 

Another important selling item is a 
white galosh in sizes up to six years. 
It is file roll, with adjustable strap, 
bellows tongue and fleece lined. It is 
low cut with a collar that turns up or 
down. It’s price is $2.75. 

High cut all rubber galoshes with 
automatic fasteners and straps are 
the big item for hard wear. They are 


selling at $3.50 (sizes up to twelve 
years) and $3.75 in the larger sizes. 

Little brown and white rubbers com- 
plete the parade of shelter footwear 
for the small person. : 





‘| loshes are also becoming important sell- 





In the women’s section some new ga- 


ing items. A shoe-glove is a combina- 
tion of “lizard” and pebbled “calf.” 
The combination of the dull rubber 
against the bright “lizard” rubber is 
very smart. The shoe glove is fleece 
lined and has a hidden fastener. 


Another up-to-the-minute shelter 
shoe is an oxford in rubber which 
simulates Calcutta lizard and _ has 


simulated lacings. It is built to fit 
high over the season’s high oxfords. 

The galoshes are selling for $3.50 
and the oxfords at $1.75. Both styles 
come in black and brown. Fleece iined 
rubbers of various types are prac- 
tically supplanting the cloth galoshes 
of a few season’s back, is the report 
here. 





Miami Fall Trends 


MiamI, Fra.—M. N. Nankin, pro- 
prietor of Nankin Shoe Store, states 
that the Fall trend in shoes run to 
Admiralty blue, slate or London smoke 
gray and Suanee brown being the 
favorites. For sports or street wear 
Maderia brown or black coral grain 
calf, with a lower heel, is good. 





Features “Mae West” Shoe 


BaLTIMoRE, Mp.—The Hahn Co., is | 
capitalizing on the popularity of the | 
gay and glamorous Mae West by fea- | 
turing “Mae West” button oxfords “as | 
dashingly audacious and piquant, as 
their popular namesake.” Two models, 
featured, are one of ell gray suede and 





tons, and black suede and brown kid, 
with marcelle spat top, contrasting 
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WHERE TO BUY 


Dancing Shoes and Taps 


OR ee ee ee 





TAP SLIPPERS 


with Taps 
One strap 1.75 
Black Kid < Ribbon tie 
One strap 2.05 
Patent 
eather Ribbon ~ 


BROOKS SHOE MFG. CO. 
Swanson & Ritner Sts. 
Philadelphia 














OR ee 


WHERE TO BUY 


Men’s and Women’s 
Slippers 


OF re Oe er ee 


















W. S. CHASE & SONS, INC., 

HAVERHILL, MASS, 

In Stock—Men’s Full Leather Linea 
Handturned Slippers 

Priced from $1.75 


Kid Pullman Slippers 
colors and black witt 
Snap Pocket 1.3% 
Zipper Pocket $1.50 





WEAR-EVER Spb, 
IN HARD SOLES ONLY 
te, SO $700 $7950 


TWO TREMENDOUS FACTORIES ++++ 
ime GOODYEAR TURNS -MOCK TURNS 
te 20,000 pairs daily 

THOUSANDS OF PAIRS IN STOCK/ 





APOST CARD WILL BRING A SALESMAN:: 
ANYWHERE IN THE Uvifeo States..wrile to-cloy / 


WEAR EVER SHOE 6 SLIPPER CORP. 
SOUTH NORWALK CONN. 
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WHERE TO BUY 


Hosiery Protectors 


i i ki i ee ee 





SHOE and HOSIERY 
departments everywhere are 
bullding profits and goodwill 







with genuine 
WALK.-EZE 
Stocking Protectors 
They Sell SAVE 
Themselves NEEL Pp don 
Only WALK-EZE’'S are hire 
mads of patented Kemi- Nate 





Suede—the non-Injurious 
matirial that Is durable 
—washable—hygienic and 
sweatproof. 

Sizes for Women, 
Men and Children 


Protected by 
Patent Numbers 
S. 1669790 
CAN. 28102! 
WALK-EZE Sales Offices.S'amped on every pair. 
Executive Office, Syracuse, N. Y. 
NEW YORK: 1141 Broadway 
CHICAGO: 114 E. Austin Ave. 


Order from your jobber or 








Montreal 


CANADA: 729 St. Antoine 8t., 





black kid, featuring large silver but- | 
| 


piping, with three small buttons. 
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N. Y. Code Meeting 
Haroid Slater Made Vice-Chairman 


New York—For the purpose of 
considering the Code and its effective 
policing, some 600 shoe merchants of 
New York met at the Hotel Pennsyl- 
vania on Nov. 13. 

Officers of the New York Retail 
Shoe Council said that it was the 
largest meeting of shoe retailers in 
the history of the association. 

Principles and purposes of the Code 
were discussed and-° interpretations 
made in the light of the experience of 
some of the leaders—members of the 
National Retail Trade Council in Wash- 
ington. Inasmuch as authority has not 
as yet been transmitted from Washing- 
ton to the New York City Retail Trade 
Council for action against individual 





HAROLD SLATER 


complaints, the meeting was necessarily 
one of information and instruction as 
to the duties and responsibilities of the 
Code in every retail store in the New 
York City district. 

Grover A. Whalen indicated the ma- 
chinery of organization was already set 
up and that he is proceeding immedi- 
ately under the assumption that the 
New York district has the right to 
manage its own Code work and accepts 
the NRA at its face value as a form of 
self-government of business locally. 

A board of 17 members has been cre- 
ated to direct the New York City Re- 
tail Trade Council. The chairman is 
Grover A. Whalen, City NRA Admin- 
istrator. The vice-chairman is Harold 
J. Slater, of J. & J. Slater. Among 
members of the board are Ward Mel- 
ville, of the Melville Shoe Company, and 
M. L. Friedman, of A. S. Beck Shoe 
Company. 

The Code Authority will have juris- 
diction over approximately 75,000 
stores. 





Speakers at the meeting were Jacques 
Hirsch, presiding, John Slater, Ward 
Melville, Jesse Adler, Harold Slater, 
Grover A. Whalen, M. L. Friedman and 
Arthur D. Anderson. 

New membership enrollments at the 
meeting exceeded 100. 





Awards Service Pins 


NASHVILLE, TENN. — The General 
Shoe Corporation were hosts recently 
to 5500 men, women and children con- 
nected with the corporation. The prin- 
cipal feature of the gathering was the 
presentation by J. Palmer, assistant 
general manager, of service pins to a 
number of employees who had been 
connected with the company for a num- 
ber of years. Thirty employees re- 
ceived special pins in recognition of 
the fact that they had served the com- 
pany since its organization in 1924. 
Officers of the factory who had been 
with it since its beginning and received 
pins were J. F. Jarman, W. H. Weniyss, 
W. M. Jarman and J. H. Lawson. Em- 
ployees of the company who had been 
in service for periods of one, three, five 
and nine years also were awarded pins. 

Speakers on the program were J. H. 
Lawson, general manager, who pre- 
sided and introduced J. F. Jarman, who 
sketched the growth of General Shoe 
Corp. since its beginning. The principal 
address was given by Dr. G. Dyer. Af- 
ter the speaking a varied program of 
music was given. Stage settings rep- 
resenting shoe machines were designed 
by E. B. Noble, manager of the mer- 
chandise display department. 





Toledo Retailers Organize 


TOLEDO, OH1I0—The retail shoe mer- 
chants and chain shoe store managers 
have perfected plans for an organiza- 
tion to be known as the Toledo Retail 
Shoe Dealers’ Association. 

At the first meeting the following 
officers were chosen: Walter Wood, 
Wachter Shoe Company, president; Roy 
C. Klock, Chisholm’s, vice-president, 
and Wilbur Hoskin, H. M. & R. Shoe 
Company, treasurer. 

At the first regular meeting of the 
new organization 50 men were present, 
representing nearly all of the retail 
shoe stores in Toledo. Among the im- 
portant subjects discussed were the un- 
scrupulous methods of certain types of 
shoe stores previously operating in 
Toledo. Plans are being made to keep 
out of Toledo the unethical types of 
shoe stores which have done much to 
destroy the confidence of the shoe cus- 
tomer. These types of unreliable so- 
called “bargain stores” are a detriment 
to any city in which they open, and do 
considerable damage to the legitimate 
merchant as well as to the ultimate 
consumer. 

The NRA was also discussed, and 
those present thought favorably of the 
plan. Meetings of the Toledo Retail 
Shoe Dealers will be monthly affairs. 
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Chicago Style News 


Cuicaco—At Nisley’s a college shoe 
which goes by the name, “Sorority 
Strap” is taking well with the co-eds. 
It is the leading collegiate item for the 
football season, says J. J. Young, as- 
sistant manager. It is a heavily stitched 
wide strap shoe and is cutting in on 
both pumps and oxfords with the col- 
lege girls who buy their shoes here. 

At O’Connor and Goldberg some bril- 
liant ornaments are shown to cap the 
toe of evening slippers. They are very 
gay affairs, some studded with flash- 
ing stones. Some rhinestone buckles 
have “ruby” centers. Other fetching 
ornaments combine bright red or brown 
centers with wings of opaque stones 
just off the white. Very wide three 
button straps tell a 1933 story. 

“Hooks! New and different,” are 
used to lace a high oxford of suede 
with patent, Charles A. Stevens and 
Company tell their patrons, illustrating 
the fancy for hooks instead of eyelets 
on some of the season’s smart shoes. 

Mandel Brothers assures the public 
that “Our seals are trained,” in giving 
publicity to a group of sealskin shoes. 
This group includes a ghillie, a plain 
oxford and a dressier oxford trimmed 
with calf. They are in black and 
brown and are priced at $6.50. 

Brilliant evening slippers have made 
their appearance in the window dis- 
plays of the Palmer House Boot Shop. 
Posters call attention to them as 
“bright stars of the evening.” There 
are braided silver skeleton straps, gold 
and red velvet, all gold (just wide 
straps that allow the toe to peer 
through), gold. with white crepe and 
black with silver. They are priced at 
$7.50 and $8.50. An inner center dis- 
play case which is easily seen from the 
street is showing several pair of metal 
evening slippers against a red satin 
background. Beaded evening bags of 
pearl suggest added femininity. 





Intuition Proves Valuable 


New York, N. Y.—Milton Sonnen- 
shein, vice-president of the Lion Shoe 
Co., Inc., is just embarking upon his 
tenth year with the firm. The retail 
trade with whom he has contact have 
found him to be very helpful. 

Ten years ago Louis Edlestein, presi- 
dent of the firm, realized the advisa- 
bility of having someone in the busi- 
ness who had practical retail experi- 
ence. He selected Sonnenshein who at 
that time was associated with his fa- 
ther in the retail shoe business in New 
York City. Edlestein was impressed 
by this young man who knew that end 
of the trade thoroughly. Consequently 
Mr. Sonnenshein joined the Lion Shoe 
Company and Mr. Edlestein’s institu- 
tion has proved very valuable to the 
Lion Shoe Company trade. 

Today Lion Shoe Company has many 
friends among the retail trade because 
of their close contact with shoe men’s 
actual problems. 
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WHAT’S NEW 
> d WALL STREET _— SHOES} WHERE TO BUY 
A New Patented Rubber ee a Shoe Dressings 
A Mid-Western rubber company is 150 per cent over last year is reported by J. J. | suereerermarrerwee wise ermermsrmermermee 
placing upon the market a new Viccaro, hag oo of the ggg eng — 
of Frenc riner & Urner. This remarkable 
a under ers Rega rn increase is due to two factors both fundamental, SHOP TALKS 
of SHOW: HU for which is claimed | the first real cold weather, plus the theory of 
{ many desirable features, low price and | Wall Street brokers that now is the time to 
convenience. These new rubbers claim | turn dollars into merchandise. Many brokers SERVICE: 
ample protection for shoe soles and are | buying several pairs of shoes remark that they When you have sold your customer a pair 
secured to the shoe by means of a | feel that their dollars will buy more shoe value Gelcee cee ee ee ee 
patented rubber one-piece strap device | now than at a later date. and proper fit and proper rellability. “But 
; which slips over the counter of the shoe. = treatment for the shoe? “Ne 8M 
| Another feature of these rubbers in ae rare toe See Pa oes eaeat 
| women’s sizes is that they ean be folded | Successful First Year Sie. “Ser ae See Sees 
into a small, compact package, inserted Cie Cinta Me tek wb eran . ; 
| ee sheet rubber bag which is Sue. versary of the Newbold Booterie, Inc. CAVALIER CORP. 
nished with each pair, and carried y ? , Show Secuiiiien Delia 
conveniently in the handbag where they according to W. E. Newbold owner and ; 
are constantly ready for use on a mo- | ™@nager, marks a year of success. BALTIMORE, MD. 
ment’s notice. The men’s styles are | I never considered the depression 
equally convenient for they can readily | for one moment” said Newbold “when 
be carried in the coat pocket, brief case | 1 planned to open my eh ends for I) sociation. The Hack Shoe Company 
or traveling bag. Only two sizes in | knew there were plenty of people who | },, just been incorporated, with his two 
both men’s and women’s are required | Were able and willing to buy the things | .ons Morton and Leonard, as stock- 
to fit all sizes of shoes, a desirable fea- | they want. People who want exquisite | polders. “The real boss must be my 
ture which permits of a full size range | things go where they can find them. The son, Leonard, because he signs my 
with a small stock of the merchandise. | Success of ithe Booterie has justified my | nay-check, as treasurer of the com- 
viewpoint. pany,” according to Hack. 
Believing that the association of 
Glazer Store Sold Hack Co. Incorporates citus hee ts, ee 
NEw HAVEN, CoNN.—Lena Glazer DetroIT, MicH.—“The Hack Family | business, Hack feels he has now reached 
has transferred to George Grant the | is in the shoe business to stay,” accord-| his ideal of a lifetime, with his two 
business of Glazer’s Shoe Store, 193 | ing to Nathan Hack, who is secretary | sons actively with him in the business. 
George Street. of the Detroit Retail Shoe Dealags’ As- | Dr. Morton Hack is a chiropodist. 
e e e 
AUTOMATIC In Miami Beach its 
GARAGE NEw yorK 
The last word in convenience and safety Ie Heetuood 
for your car ,. . occupies its own par- 
ticular compartment .. . offers every 
opportunity for storage by the hour, the 
ys the month . .. with or without Opening for the Winter Season 
etal January first. | European Plan. 
Rates $15.00 monthly and upwards... An Exclusive Wiser Resort Hotel, on 
Expert repairs on all makes of cars. Bisceyne Bay, with Ocean Bathing, @ 
rivate Dock and every facility for the 
KENT GRAND CENTRAL comfort and entertainment of its exclusive 
44th St. Near Third Ave. and discriminating clientele. 
Tel. Murray Hill 2-0460 Rates Double from $8.00 to $20.00 per day. 
Your Car Is Never Touched by A la carte service and Fixed Price Meals. bn Pee 
Human Hands 
@ 
& TVE FOUND) FOUND Just think... a mod- 
’ oe Zs HOTEL VALUE — ern, new hotel, in the Se wen tele 
IN a In Cleve’ 
cI heart of New York— cit HOLLENDEN 
in 
200 feet from. Broad- wee 
way, on: 45th Street. Pag HOUSE 
A room and bath for one, THe — 
$2.50; FENWAY. HALL, 
2.50; for two, $3.50. ENWAY (Att. 
pgs Hotel is, 
q CC |. | j (Ra Cat ees on 
4 PICCADILLY |] £2 
Manege- 
ment, 
45th-STREET and BROADWAY @ NEW YORK 
WILLIAM MADLUNG, Mngq. Dir. 
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CLAVWIFIED ano WANT AD 


A DEPARTMENT 
WHERE EMPLOYER 
AND EMPLOYEE, 
BUYER AND SELLER 


MEET . 
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SALESMAN WANTED 


POSITION WANTED 





LINE WANTED 








W ANTED—Shoe salesmen on straight com- 
mission for general line, old established 
firm; for Texas, lowa, Kentucky, Michigan, 
Wisconsin, Dakotas, Minnesota, Virginia, 
Pennsylvania, Kansas and Missouri. Address 
D-523, care Boot & Shoe Recorder, 367 West 
Adams St., Chicago, Illinois. 





WANTED—Live wire salesmen to carry sile 
line children and growing girls low priced 
stitchdowns carried in stock, Chicago. Expan- 
sion program includes territories Central — 
West and Southern States. Previa: 4 fully. 

dress L-524, care Boot & ecorder, 307 
West Adams St., Bc anlhng hess 





A GOOD job for a man who thoroughly knows 
the New York City trade. Have a very 
short line of men’s staple popular priced shoes 
in-stock in a wide variety of widths. Commis- 
sion basis. Address D-543, care Boot & Shoe 
re 239 West 39th Street, New York, 





ALESMAN wanted side line Infants Pre- 
welts particularly eee Penna. estab- 
lished trade. All stock No drawing 
account. —_ my 9 with ‘aplication. Address 
D-539, care Boot & Shoe poreer, 239 West 
39th Street, New York, 





SALESMAN to carry side line of shoe store 

supplies which will include spats, orna- 
ments, moccasins, ballets, wool slippers = 
sundries . . straight commission . . 
better grade shoe trade in EASTERN PENN. 
SYLVANIA (nto of  aamgege mcg 
and WESTERN NEW . . please give 
full particulars in reply. D-538, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








POSITION WANTED 


Eee shoe man, married, 30 years 
old desires position as factory representative 
in central states for low priced line of good 
women’s shoes. Has had eight years retail 
experience in footwear and for past three 
years has been department merchandiser for 
nationally known store buying complete lines 
of shoes. Address D-534, care Boot & Shoe 
peceeeer. 239 West 39th Street, New York, 


iN. 


WANTED POSITION—Shoe Buyer or Man- 
ager, New York and Colorado. Have had 
18 years’ experience in this field. Age 38. 
I am free to go anywhere. Salary plus a 
percentage arrangement agreeable. Have good 
references but can demonstrate better ones. 

J. Hamerslough, 45 Vernon Terrace, East 
Orange, } A 











Mr. Manufacturer: 


Have you the right set-up for this 
Sales and Aclvertising Manager? Re- 
sponsible for steady progress. Planned 
and executed complete sales and 
advertising campaigns and formulated 
policies. Sound merchandiser. Com- 
prehensive knowledge budgetary con- 
trol of sales, financing and produc- 
tion. Still young—thirty-seven—with 
energy, enthusiasm and vision, tem- 
pered by mature judgment. Immediate 
salary not as important as opportunity 
to do job. Prefers Eastern location. 
If you have opportunity he demands 
I shall gladly arrange an interview. 


S. G. KRIVIT 
Care Boot & Shoe Recorder 
239 W. 39th Street, New York 

















LINE WANTED 


LIPPER Line Wanted. Have a Marbridge 

Building sales office and am open for a good 
strong line of men’s, women’s and children’s 
slippers, both leather and felt on a straight 
commission basis. Selling the good trade now 
in New York and Philadelphia. Address D-535, 
care Boot Shoe Recorder, 239 West 39th 
Street, New York, N. Y. 








CHILDREN’S, Growing Girls’ and Misses’ 
goodyear welt line for metropolitan New 
York wanted by man with established trade and 
Marbridge Building sample room, on a com- 
mission basis. Will exchange references. Ad- 
dress D-536, care Boot & Shoe _ 239 
West 39th Street, New York, 





ANTED—Line of Women’s or Children’s 

Shoes. Fave wide and favorable acquaintance 
in Middle West territory. Good references and 
sales data furnished. Address D-542, care 
Boot & Shoe Recorder, 367 West Adams St., 
Chicago, IIl. 


MEDIUM- -PRICED line of misses and grow- 
ing girls welts for Saint Louis and vicinity. 
In-stock preferred. Ben Munchweiler, 1332 
Washington Avenue, Saint Louis, Missouri. 





WANTED 


Shoe manufacturers’ agent wants, for middle 
west territory, ladies’ style lines to retail 
$1.95. $2.95, $3.95. Can furnish best of 
references. No drawing account wanted. 


Address D-537 


Care Boot & Shoe Recorder 
367 West Adams Street, Chicago 








Would like line of Women’s Arch Support 
McKays or Welts or a _ strong line of 
Women’s Turn Comfort shoes, to retail at 
$3.00, for jobbing and chain stores. Terri- 
tory: Middle West, New York, Pennsylvania 
and New England. Commission basis. 


Address D-541 
Care Boot & Shoe Recorder 
239 West 39th St., New York, N. Y. 























BUSINESS OPPORTUNITY 


O YOU NEED MONEY? I will put on 

a sale for you and sell your surplus stock. 
Address D-540, care Boot & Shoe Recorder. 
239 West 39th Street, New York, N. Y. 








Wohl Branch in Augusta, Ga. 


Aucusta, GaA.—A Whol shoe store 
recently opened here under the name 
of the Vanity Slipper Shop with C. L. 
Bouknight as manager. Mr. Bouk- 
night has been connected with the 
Wohl organization in a sales capacity 
for over eight years. This store is a 
masterpiece and in keeping with the 
chain’s regular program in which fine 
windows and modern interiors are fea- 
tured. 





Minimum charge 75 cents. 
$1.25. When a 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. 
For all other classified advertisements the rate is 7 cents per word. 
box number is desired twelve words should be added for the address. 
word of the address should be counted. 

The rate for all displaved classified advertisements is $5.00 an inch with a maximum of 45 words. 
Classified advertising is payable in advance. 
& Advertisements for this page must be in our New York office on Friday of the week preceding publication. ™ 


Minimum charge 
In all other cases each 








When writing advertisers please mention Boot and Shoe Recorder 
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MERCHANTS’ NEEDS 


MERCHANTS NEEDS 


MERCHANTS’ NEEDS 











Green Holly Leaf on bright 
red border; white background. 





CHRISTMAS PRICE TICKETS 


Secure your window needs NOW, and be assured 
of prompt shipment. of your exact requirements. 





Rich green and red design 
on white board. 


12 dozen @ $1.50 


6 dozen @ $0.85... OR... 


X-3: SILVER XMAS TICKET, with red Poinsettia design: 
6 dozen @ $1.10... OR... 12 dozen@ $2.00 


SILVER CHRISTMAS WINDOW CARDS, 8” x 14”, with 
effective advertising messages. 


CHECK WITH ORDER, PLEASE, UNLESS C.O.D. 
SHIPMENT IS PREFERRED 


Merchants’ Service Dept. 


BOOT AND SHOE RECORDER 


367 West Adams St., Chicago, Ill. 


Write for details. 














Studies in Foot Development 
[CONTINUED FROM PAGE 35] 


axis was an absolute requirement for 
the ultimate development of the human 
foot. 

The changes in foot structure up to 
this point have been discussed with al- 
most brutal brevity. Little reference 
has been made to the work of many 
eminent paleontologists and geologists, 
who have unearthed the fossil remains 
of these ancient prehistoric creatures, 
and given to us the benefit of their 
extensive and painstaking studies. The 
story of the development of animal life 
on this earth is a fascinating one, and 
readers whose interest may have been 
aroused by this short synopsis relat- 
ing to the foot, are referred to the nu- 
merous authoritative writings in which 
the subject is treated more broadly. 





Meyers With Michalk Corp. 


LYNN, Mass.—Michalk Shoe Machin- 
ery Corporation, manufacturers of ma- 
chinery for the making of cemented 
footwear, now occupy a factory at 295 
Broad Street, where all of their ma- 
chines are now being constructed. The 
Michalk Corporation announces that 
Albert Meyers, for many years con- 
nécted with the Compo Shoe Machinery 
Corporation, is now associated with 
them in charge of the sales depart- 
ment. 








Packard Presents New Line 


Announcement has been made by the 
M. A. Packard Co. of their new ES- 
QUIRE line of men’s shoes in an eight- 
page booklet. Of the ESQUIRE in- 


stock line is carried 16 styles, with new |. 


leathers, new patterns, and new lasts. 





Contacts Conventions 


CINCINNATI, OHI0O—One way to get 
business says E. Held, buyer and man- 
ager of both men’s and women’s better 
shoe departments for the Mabley & 
Carew department store is to contact 
conventions. Whenever there is a con- 
vention in town each sales person is 
instructed to try and interest any con- 
vention customer in the different shoe 
departments. For instance one clerk 
happened to notice a pair of shoes on 
an out of town teacher who was attend- 
ing the teacher’s convention. This par- 
ticular shoe had been bought there the 
year before. The result of the ensuing 
conversation was another sale and the 
consequent advertising of Mabley’s 
shoes among other teachers. 





Shillito Adds New Dept. 


CINCINNATI, OH10—The John Shillito 
Company has opened a new shoe shop 
—the “Janet.” Shoes are priced at 
from $3.45 to $5. G. R. Davis is man- 
ager. 





New Improved 


Pory Cup 


for Price sickets 
84.00 R225 
gross 


half gross 
Ttlts at any angle 


M. D. POLLINGER CO. Holland Bidg , St touls, Mo. 




















WANTED TO PURCHASE 








POSTER @ DEUTSCH 


436 Grand St., New York City 
Phone Dry Dock 4-0352 
— BUY FOR CASH — 
entire or surplus stocks of 


SHOES—DEPT. STORES 


Leases Tr confidential 











WE BUY 
Entire or Surplus Wholesale and Retail 
Stocks. Also Branded Shoes such ax 
Walk-Over, Florsheim, Enna-Jettick, Vital- 
ity, Arch Preserver, Queen Quality, Bos- 
tonians, Ete. 


IRVIN RUBIN 
“The House of Jobs’’ 
89 Reade St. Cor. Church 
Phone Barclay 7-7887 New York City 








Buyers of Surplus Stocks 


We buy surplus or entire ag of shoes 
trom auastecven. jobbers or retaile: 


QUANTITY NO OBJECT 


KIRSCH - BLACHER CO., Inc 


590 Broadway New York 
Phone Canal 6-4288 and 4299 

















HOTELS 


When You GoTo | 
Y — 
600sers°; he et 
BATHS { gyzitise 
AROOM and th 
For TWO yr = cot 


950 








ae 





Pee 
eee 


SINGLE OC = 


— BATH 


PENNSYLVANIA 


‘2 AND CHESTNUT STS., DHILADELPHIA 

















Another Liberty Branch 


BALTIMORE, Mp.—Liberty Shoe 
Stores, of this city, operators of a chain 
of shoe shops, will add another branch 
to its two now in operation, by open- 
ing, this month, an establishment at 
3218 Greenmount Avenue, following 
extensive improvements and remodel- 
ing of building. The main store of the 
concern is at 1123 Light Street. A 
branch is operated at 1235 West Balti- 
more Street. While women’s shoes are 
featured, men’s and children’s footwear 
are also carried. 
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Mrs. William Hoehn 


BALTIMORE, Mp.— William Hoehn, 
vice-president and salesmanager of the 
Cavalier Corp., receives the sympathy 
of his friends because of the loss of his 
wife coincident with the birth of a son. 





Frederic M. Haynes 


Beston, Mass.—F rederic M. Haynes, 
retired shoe wholesaler and for the last 
35 years treasurer of the Boston Boot 
and Shoe Club, died early in the morn- 
ing of Nov. 6 at his summer home in 
Rockport, Mass. He had celebrated 
his ninetieth birthday last May. 

Mr. Haynes entered the shoe busi- 
ness as a member of the firm of Haynes, 
Sparrell & Company of Boston in 1880. 
Some years later Frank M. Packard, 
a shoe manufacturer of Stoughton, 
Mass., entered the firm, the name of 
which then was changed to the Haynes- 
Packard Shoe Co., distributors of the 
shoes made by Mr. Packard at his 
Stoughton factory. 

Since his retirement several years 
ago, Mr. Haynes had been living at his 
home in Milton, with summers at Rock- 
port where he was when he died. 

Simple services were held at Rock- 
port, Wednesday morning, Nov. 8, with 
more public services in the afternoon 
at Mt. Hope Cemetery, which were 
attended by a large number of friends 
in the trade, the members of the execu- 
tive committee of the Boston Boot and 
Shoe Club and friends of the family. 





Robert W. Hanan 


New York, N. Y.—Robert W. Han- 
an, 30, president of Hanan & Son, 
died at his home, 70 East Seventy- 
seventh Street, this city, after an ill- 
ness of three weeks. 

Mr. Hanan succeeded his father, 
Herbert Wilmer Hanan, at the latter’s 
death on July 21, as head of the Hanan 
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BOOTS AND SHOES 


Ault-Williamson Shoe Co., Auburn, Me.... 41 
Bass, G. H., & Co., Wilton, Me.......... 50 
Blog Shoe Finding Co., New York City.... 37 
Brooks Shoe Mfg. Co., Philadelphia, Pa.. 50-51 
Brown Shoe Co., St. Louis, Mo........... 10 
Comsbutiine Rubber Co., Cambridge, Mass.. 3 
Chase, W. S., Sons, Haverhill, pO 51 
Clapp, Edwin, & Sons, Inc., E. Weymouth, 
MES Se s-cceneses 0 bed heussaeneteecnee es 48 
Dodge, Bliss & Perry Co., Newburyport, 
MD, ied ence vas bd ciwaecensiewhesess ess 49 
Ebberts, John, Shoe Co., Buffalo, N. Y.... 49 
Erwin Shoe Co., New York City.......... 36 


Friedman, B., Shoe Co., New York City... 37 


Gilbert Shoe Co., Thiensville, Wis......... 
Green Shoe Mfg. Co., Boston, Mass. .Back liens 


— Fried & Sons, Inc., New York - 


7 & *g. Shoe Co., New York City......... 37 
Lion Shoe Co., Inc., New York City...... 36 
Marion Shoe Co., Marion, Ind............ 5 
Morris Shoe Co., New York City.......... 36 


— = Ideal Baby Shoe Co., Danvers, , 
Mishawake’ ‘Rubber &' Woolen Mig." Go. 
Mibsawake, Tha. 6.006 .cccsvcces Front Cover 


Nettleton, A. E., Syracuse, N. Y......... 48 

Nunn, Bush & Weldon Shoe Co., Milwaukee, 
Wis. SePkasAlbes Fai eee soe ee were ae 2nd Cover 

Old Colony Shoe Co., Brockton, Mass..... 48 


Richards & Brennan Co., Randolph, Mass.. 48 
Roberts, Johnson & Rand, St. Louis, Mo.. 12 
Rohn Shoe Co., Milwaukee, Wis.......... 47 


Saks, M. J., Shoe Corp., New York City.. 37 
Shaft-Pierce Shoe Co., Faribault, Minn.... 49 
Ss 


herwood Shoe Co., Rochester, N. Y...... 25 
Smith, J. P., Shoe Co., Inc., Chicago, Ill... 49 
Vaughan-Towle Co., Wakefield, Mass...... 50 


Wear-Ever Shoe & Slipper Corp., So. Nor- 
WE, Dees cc cccccecccccovcsvcsccsese 61 


LEATHER AND OTHER MATERIALS 


Evans, John R., & Co., Camden, N. J..... 6-7 
Foerderer, Robert H., Inc., Philadelphia, 
Pa. 


Pee e meee meee eee ee eeereeeseseesese 


Goodyear Tire & Rubber Co., Akron, O...26-27 


Hubschman, E., & Sons, Philadelphia, Pa., 
3rd Cover 


Kistler Leather Co., Boston, Mass......... 33 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 
DRESSINGS, ETC. 


Cavalier Corp., Baltimore, Md.............. 53 


— Shoe Machinery Corp., Boston 
eheeserereccsséchoesveses 0 4-8 39- 42 


SHOE ACCESSORIES 


Pollinger, M. D., Co., St. Louis, Mo....... 55 
Shoe Form Co., Auburn, N. Y............ 45 
Williams Mfg. Co., Portsmouth, O........ 48 
MISCELLANEOUS 
DeWitt Operated Hotels................. 53 
Hotel Lexington, New York City.......... 44 
Hotel Pennsylvania, Phila., Pa........... 55 
Hotel Piccadilly, New York City.......... 53 
Irvin Rubin, New York City.............. 55 
Kent Garages, New York City............ 53 


Kirsch-Blacher Co., Inc., New York City.. 55 
National Shoe Retailers Association, St. 
Louis, Mo. 
Poster & Deutsch, New York City........ 55 
Walk Eze, New York City............... 51 


eee eee eee eee eee eee eee ee) 


corporation, one of the largest of its 
kind in the world. Previously he had 
served as vice-president and director 
of the concern, which was founded in 
1853 by his great-grandfather, James 
Hanan, who came to the United States 
from Ireland in 1849. Until 1917 the 
firm was headed by his grandfather, 
John Henry Hanan. 

Mr. Hanan was a yachtsman and 
was a member of the New York Yacht 
Club, Indian Harbor Yacht Club and 
the Larchmont Yacht Club. In this 
respect also he had followed the foot- 
steps of his father, who owned the 
three-masted schooner Dauntless. 

He is survived by his widow, a six- 
year-old son, Bruce Hanan; his mother, 
Mrs. Mathilda Rheinfrank Hanan; a 
brother, Herbert G. Hanan, a student 
at Harvard; and two sisters, the 
Misses Ethel and Virginia Hanan, all 
of Brooklyn. 





Boys’ Shoes Displayed 


LOUISVILLE, Ky.—C. O. Bertholf, 
manager Thos. McAn Men’s_ Shoe 
Store, finds the way to sell boys’ shoes 
is to give them a prominent place in 
the display window in the front of the 
window—“keep them right on the side- 
walk” all the time. He says that he 
can watch boys and their parents stop 
and look in the windows, then come in 
and ask for a certain type. Even if 
the passer-by does not come in at that 
time, he is impressed by the shoe and 
its price and remembers it later when 
he needs shoes. 





Develops Juliette Sandal 


WASHINGTON, D. C.—The very latest 
and newest ladies’ shoe at Hahn’s is 
the “Juliette” sandal. This is a very 
popular number here, and is of brown 
or black kid, with elastic sides, and a 
fairly high spike heel. These shoes are 
smart for street wear. The name 
Juliette is named for Shakespeare’s 
famous heroine, though it is much mod- 
ernized. It goes very well with the 
newer modes that are revived from 
romantic era. 


Leases Store 


Newark, N. J.—The Page Shoe-~or- 
ganization has leased a third Newerk 
store at 448 Springfield Avenue for a 
term of 10 years. 
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LEADING TH 





MEN’S 
AAA to G 


mg Poa eae 8 
: Sizes 5 to 14 
$5 and $6 





WOMEN’S 
AAAA to EEE 
Sizes 2to 11 
$6 and $6.75 





Nationally Advertised in VOGUE » LADIES’ HOME JOURNAL *.McCALL’'S * 


Vitality lines will be displayed in New York at the Com- 
modore Hotel, Room 1440, during the national seasonal 
opening of the Boot & Shoe Manufacturers’ Association. 





Vitality Growing Girls’ and Thrift Grade 
Shoes For Women... $5.00 





E | Pring 


STYLE PARADE 


Vitality salesmen are in their territories with the 
most advanced Spring line of distinctive shoe 
styles and new patterns we have ever offered; a 
line that sets a leading pace in its smart styling; 
in its wide variety of seasonal leathers and in its 
well rounded balance. 


As in the past, Vitality Health Shoes are all- 
leather construction built to the highest quality 
standards. A wide range of sizes and widths is 
offered, with every shoe embodying the principle 
of the Charmed Circle of Vitality, Smartness, 
Fit and Economy. 


You will find this new line a real achievement, 
and we invite your careful consideration of its 


outstanding qualities. 


VITALITY SHOE COMPANY ; ST. LOUIS, MO. 
Branch of International Shoe Co. 


* BLANCHE 


BOYS’ 
AtoE 
Sizes 1to6 
$4 and $4.50 


1 Priced according 
: to size 


$2 to $5 















GOOD HOUSEKEEPING 
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Men’s Summer and Southland shoes what they re supposed 


delight to wear! 





to be: cool, comfortable, sporty, light in weight and a 


LET’S NOT EVEN THINK OF ANYBODY RUNNING A TEMPERATURE 
OF 115°... . BUT do you know that millions of men walk around in hot 


weather with shoe temperatures that high? 


This is only one of the true, 


dramatic facts on which you can build a more satisfying summer business 


with men’s white goatskin shoes. 


GOATSKIN is the coolest, most comfortable leather for shoes. It is self-ven- 
tilating through countless pores and hair cells in the skin. 


ALL WHITE SHOES are 2 degrees cooler on the foot, under the hot sun, than 





= 





These leading manufac- 
turers of men’s shoes are 
now showing Southern 
and Summer footwear of 


white LEVOR washable 

goatskin: 
ALLEN-EDMONDS SHOE CORP. 
BARNEY, CAPEN & DENHAM CO. 
JAMES A. BANISTER CO. 
BROWN SHOE CO.., INC. 
CONRAD SHOE CO. 
CHAS. A. EATON CO. 
R. P. HAZZARD CO. 
HEYWOOD BOOT & SHOE CO. 
HOWARD & FOSTER, INC. 
GEO. E. KEITH CO. 
MILFORD SHOE CO. 
NUNN, BUSH & WELDON SHOE CO. 
M. A. PACKARD CO. 
C. B. SLATER CO. 
STACY-ADAMS CO. 
STETSON SHOE CO. 
N. B. THAYER SHOE CO. 
WALL-STREETER SHOE CO. 





white and brown combinations; 3 degrees cooler than 
black and white shoes; 5 to 7 degrees cooler than brown 
shades; and 12 degrees cooler than all black. 


GOATSKIN is one of the strongest leathers known for its 
weight. It’s pull resistance is equal to that of calf and 
more than twice that of buckskin. It provides a much 
lighter, easier-to-wear shoe for men without sacrificing 


sole insulation, serviceability and sporty character. 


a 

















LEVOR’S WHITE GOATSKIN is dependable, washable 
leather—economical to keep immaculate in appearance— 
proven highly saleable in men’s summer shoes in the past 
season by outstanding stores of the country. 


OFFER something new that is sure to satisfy—that will 
appeal successfully to men’s minds as well as their eyes 
and feet! Look over the lines with white LEVOR goatskin 
models—you’ll want these shoes for your personal wear 
as well as for your retailing. 


~G. LEVOR & CO., INC. 


NEW YORK 


GLOVERSVILLE 











4 Boot AND SHOE RECORDER 
combining THE SHOP RETAILER, Nov. 25, 1933 


sh arate 


hod. 
WHITE 


AE Sapa Ee 


| 


aa, 
LK A T 


) 
aA 


L 





9 O° 

OC00000000000 

greatest customer demand for Sport Footwear ever ex- 
perienced by America's shoe stores, is predicted for Spring and 
Summer 1934, by those who know and accurately gauge style trends 
. . . Sport Shoes made of white calf, all whitesor in combination with 
brown, black or grey trim, give the merchant the best in quality and 
wear service to offer his discriminating customers . . . White calf 
footwear is easy to clean and keep clean. An important item with 
the average purchaser!! 


For women's dainty shoes, K-436, a light weight white calf, gives both 
style and glove-like comfort to tender feet . . . For men's dressy white 
shoes, T-436 is hand-grained, giving to one's choice numbers an added 
flare of style and quality appearance . . . Specify Ohio's white calf 
for several of your best numbers .. . for spring and summer 1934... 
and you will be ‘all set’ to enjoy a larger share of sport shoe demand. 
















¥°4#36 FOR MEN 












Khe 436 FOR WOM™MEN® 





MAFFORITE 





4/1Ate 


OHTO LEATHER 
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“She Lived in a Shoe — 


And it wasn’t the “old woman who had so many children” — 


It’s every one of your women customers—young or old—who come 
to you daily with their shoe problems. 


You sell them the shoes they have to live in—Do you give them shoes 
that will insure comfort during the time they are on their feet most? 


Don’t forget it’s the inside of a shoe that tells you what that shoe will 
do to the foot that wears it. 





Look on the inside of the Musebeck Foot-so-Port Shoe with the Health Spot— 






MUSEBECK 
FOOT- Tt 





Stock No. S088 
Black Kid 
6 Eyelet Tie 
12/8 Heel—$5.25 






BROUWER; 


The patented Health Spot construction has given un- 
usual comfort and relief to many women by straight- 
ening up their weak feet. 


When cramped nerves and blood vessels in the feet 
are released—relaxed foot action and better circula- 
tion follow. The whole body is stimulated to better 
general health. 


This is a shoe for women to wear 85% of their time. 
The Brouwer Research Last No. 88 is designed and 
graded to correctly fit every size and width foot. 


You can build a good health shoe business on this 
one style and last—by carrying a complete run of 
sizes. 





Write today for further information. 


MUSEBECK SHOE 


Danville, Illinois 
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A 


REMARKABLE SPRING LINE OF 


PRE-WELTS & 


GOODYEAR WELTS 
/IN [ROOM [240 HOTEL COMMODORE 


INFANTS’ 
CHILD’S 
MISSES’ 

GROWING GIRLS’ 


PRICE 
$115 ,, $300 


QUALITY 


of materials—of workmanship—of 
fitting and wearing values must check 
with the standards we have set before 
any Curtis-Stephens-Embry shoe leaves 
the factory. 


IN-STOCK 


Such careful maintenance of quality 
—and the efficient In-Stock service 
we constantly strive to maintain has 
helped us build a business we are 
justly proud of. 

If you do not handle Curtis-Stephens- 


Embry shoes it will certainly pay you 
to investigate their possibilities. 


LR 











— 


~STEDHENS 7 EMBRY COMPANY 
Keadine 


~ Srunsylvanta 
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THE new Fall Florsheim styles have revolutionized the world ot THE PIERRE...i0 Black lizard 
W-112 and Brown lizard W-11 3 


footwear fashion. Their ingenious styling and remarkable comfort 
: TO RETAIL AT 


produce exclamations of deli sht from smart women everywhere. $ 75 to 


The secret, of course, lies in their correct designing and in the 
exclusive Feeture Arch. Backed by an extensive advertising $ () 
campaign and an INSTOCK department complete as to variety 


of styles and sizes, Florsheim dealers have found their women’s and up 


shoe business extremely profitable. Write for a catalogue. 


KLORSHEIM 
Shoes for Women 


THE FLORSHEIM SHOE COMPANY, Manufacturers, CHICAGO 





WE DO OUR PART 
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And Mow - 
The 20 Anniversary hie, 


PILED PiPER 


WORLD’S GREATEST JUVENILE HEALTH 


SHOES 


Rica after season the 
Pied Piper moves forward with bold sweeping 
—_— that insure a position of positive leader- 
ship. 
And now comes a line so complete in every divi- 
sion—so adequately expressive of modern Young 
America—so thoroughly in tune with advance 
style trends—so uncompromisingly practical— 
that it marks, fittingly, the Marathon Shoe Com- 
pany's 20 years of concentrated endeavor in the 
development, designing and building of juvenile 
footwear. 





cn canta agape, 















See the 20th Anniversary Pied Piper 
Line before you lay your Juvenile De- 
partment plans for spring. Write for 
current In-stock catalog and for the 
Pied Piper man to call. 


M@aiathon Shoe Co; 


MANUFACTURERS OF JUVENILE FOOTWEAR 
EXCLUSIVELY SINCE 1914 
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